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Key PHOUGHTS OF THE WEEK 


N selecting the “key thoughts” of the week, we have 
all the liberty in the world to carry our readers into 
paths other than those leading to “immediate 
dollars." The rest of the book does that bit of work, 
calculated to get more shoes sold right. 
Professor O. Judson Herrick of the University 01 
Chicago writes : 


“Hard thinking is real work. It takes bodily energy and it 
leaves the body tired. A thought is a manufactured process as 
truly as a pair of shoes or a magnetic field. Man is simply a 
machine that thinks. 

“We are told so often that you cannot change human nature 
that we have actually come to believe it. There has never been 
a more ridiculous or mischievous superstition in the whole history 
of mythology. 

“Changing human nature is exactly what has been going on 
from the dawn of the race, for the most part blindly by unintel- 
ligent muddling. We can do it better by attending to it and the 
laws of it. It can be done slowly by eugenic improvement of 
the breed and more rapidly by education and thinking forces.” 


* * * 
“TF Congress would adjourn right now without pass- 

ing any tariff on hides and shoes it would suit me 
fine” said Frank C. Rand, president of the International 
Shoe Company at a meeting of a business group. 

“All we ask is to be let alone” he explained. “‘The 
International Shoe Company is opposing the tariff on 
hides and shoes because we want to keep our shoes 
within reach of the average person. About all the 
farmer will get out of the tariff on hides is a sock on 
the jaw” he added. Rand was speaking on “Philosophy 


in Business” and he cited the policy of his company on 
the tariff as an illustration of the ideals he believes 
should prevail in business. 


Other men in the industry entertain other ideas. For 
example, Walter Creese, tanner of calfskins, who de- 
clares: “You can’t run a free trade show in a protected 
country. If we are to have protection as our policy, 
let’s all have it.” 

Under our American form of government, progress 
comes out of the clash of conflicting opinions 


* + * 


NE of the finest advertisements on the freedom of 
the press that has ever appeared contained the 
following : 

“Our editors fight for all their projects with all the 
strength and cleverness at their command—but they 
never hesitate to print the other side. They do not 
insist that anyone with them, not even their 
readers. A member of the opposition may state his case 


agree 


so logically and clearly that the Scripps-Howard editor 
will gladly throw open his columns to the new viewpoint. 

“Our newspapers are staffed with men who receive 
even a hostile idea with hospitality—who know that nc 
viewpoint can be wholly right or completely wrong— 
who consider the protests of the opposition in the light 
of Voltaire’s remarks: ‘I do not agree with anything you 
say but I will fight to the death for your rights to say 
_" 
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Above is a smart new pattern in a man’s but up North, as golf enthusiasm grows, ardent 
golf shoe, the material being smoke elk with followers of the gam 
dark brown quarter, lace stay and shield fa , ' si a he to be 
tip, rubber ie and heel. ba cil os , a ce winte 
Below is a moccasin type of ; oon 
golf shoe, built of Scotch 
grain or Norwegian, capable 
of heavy going in rough 
weather, but perfectly prac- 
tical at all times. It carries 
a leather heel and sole with 
steel spikes. 
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vives way to spring there is keen sections where old fashioned winters. still 


rivalry among club members as to who prevail, there are plenty of ardent motor 
shall be first on the course, so that the enthusiasts who never raise the top in win 
opening of the spring golf season is ter and who scorn the idea of a closed car. 
being advanced from year to year. They are likely to be the same folks who 
Evefi in winter-time, whenever there play golf all winter and their number is 
Despite the fact that the whole 


gomes a succession of mild and _ pleas- growing. 
ant days, daring and irrepressible golf- United States is now dotted with golf clubs 


ers sally forth to the fairways. and golf courses, most of them are crowded 
The tendency to make of golf an all in the summer-time, while in the late fall, 
year pastime is a perfectly logical and the winter months and the early spring 
natural consequence of the growing there is abundant opportunity for all. As 
popularity of the game and the par- more people come to an appreciation of that 
ticipation in it of more and more fact, there will be more and more golf in 
people every year*. When the motor the former off season. 
car first came into use, motoring was [TURN TO PAGE 102, PLEASE] 
confined mainly to the summer-time. 
But as its popularity increased and as *Golf is today the great American game so 
cars were improved and _ perfected. far as popular participation is concerned 
people gaan — for denying them- ay aca of aa ee ol pocedlcs 
selves the convenience and the pleasure throughout the country in the comparatively 
of motoring in fall, spring and win- yoy mt ple a few Bamarng ; — nen 
ter. Then, with the advent of the grade Merce ay pag nolf wed 
closed body styles, the old idea of jack- and spectator sport shoes 
ing up the 
car in -the 
garage 
during the 
severe win- 
ter months 
passed 
completely 
into the 
discard. 
Later on, with increas- 
ing enthusiasm among 
Americans for out-of- 
door sports, the more 
hardy learned that there 
was more zest and thrill 
to be experienced from 
winter motoring in an 
open car, and even in 
New England and other 
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should be especially considerate of the foot 

needs of their growing children who have gradu- 
ated out of the first step stage and are beginning to use 
their feet in active, vigorous play that it should be a 
relatively easy matter for the shoe merchant to build 
increased volume in this size range. 

The field for educational effort among parents as to 
the importance of right types of shoes, rightly fitted, 
for children just beginning to participate actively in 
life’s strenuous activities is almost unlimited. The per- 
centage of fathers and mothers who fully realize what 
it meafs to their children to be shod in such a manner as 
to allow their growing feet freedom to grow and func- 
tion as nature intended they should is exceedingly small. 
If all of them realized that the foundation of foot health 
is laid in the formative years when muscles are elastic 
and bones supple, they would show an eager and respon- 
sive interest in all that pertains to the shoe needs of their 
children. 


v VHERE are so many good reasons why parents 


NDOUBTEDLY popular interest along these lines 

is growing. The New York City schools now re- 

quire a most rigid physical examination of boys and girls 

at the beginning of the school year, and included in this 

examination is an orthopedic check-up which should 

‘prove most helpful in warding off incipient foot troubles 

and which is even more significant as a recognition of 

the importance of foot health and proper shoes for the 
child of tender years. 

The shoe man cannot be expected to take the place 


of the physician in diagnosing incipient foot trouh!es in 


the children who come to him for shoes. His responsi- 
bility lies in making sure that the-child is rightly ‘itted 
with the right types of shoes to give the feet a chance 
to develop as nature meant without being cram 
hindered in any way. Since the shoe man knows 
than the parent what the child requires, he ca! 
well take the initiative in suggesting to the pare: 
sort of shoes the child should have. 

If foot comfort and foot health are served | 
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years by frequent changes of shoes, it is even more im- 
portant that the child of tender years should be provided 
with the right types of shoes for play, for school, for 
dress wear, for gymnasium, games and sports and for 
the various seasons of the year. 

The vogue of low shoes is as pronounced today among 
young children as among men and women. But there is, 
nevertheless, a distinct place for the shoe that provides 
ankle protection in rain, snow and stormy weather. For 
it must be remembered that children expose themselves 
to the weather and the elements more freely than older 
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Teach Parents the Importance of Foot Health 
to Growing Children and Shoe Sales in the Junior 
Section Will Increase : 


Le 
ier 


« 
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folk and therefore have need of greater protection from 
the elements. There is increased volume to be had in 
all of these various directions. Good advertising, built 
along educational lines, window displays that tell a real 
story, and, above all, intelligent salesmanship, are the 
tools that the merchant can use to best advantage in 
getting this increased volume. It is a relatively easy 
matter for the capable salesperson to convince the 
mother that it is hardly fair to expect her boy or girl 
to make one pair of shoes serve for the dancing class 
and other dressy occasions, for strenuous play, the gym 
nasium and all sorts of weather. 


LAYFUL youngsters between the ages of eight and 
Fionn usually have very decided views about the 
tvpe of footwear which is selected for their wardrobe. 
The child of eight, who ten years ago was considered 
a few steps beyond the cradle, today seems quite grown 
up. Present day life, the advantages of gymnasium, sum- 
mer camps, boy and girl scouts and camp fire activities, 
have tended to develop a modern American child. Pos- 
ture tests which in by-gone years would have seemed 
ridiculous are today most important in child expression. 

Some of the shoe departments employ trained advisers 
to assist in choosing suitable footwear, but too often 
children are fitted short and as a result the toes curl, 
the walk becomes stilted and the foundation is laid for 
untold torture from various foot ailments. 

The merchant who makes friends of the child cus- 
tomer and pays special attention to the shoes he fits 
and sells, often makes thereby a life long customer and 
a conscientious promoter of his merchandise. Remem- 
ber, Mr. Merchant, that the kiddies of today are the 
grown-ups of tomorrow. Make them your customers as 
children and have them for patrons as men and women. 
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SLIPPERS 














Lure EXTRA 
DROFITS 


HE additional turnover that can be had by th 

merchant who anticipates and cultivates the sli 

per trade is a subject for serious thought at thi 
season, when preparations for holiday business ar 
beginning to demand attention and other calendy 
events are bringing slippers more prominently into th 
fashion picture. 

A monthly program of promotion can be very easil) 
worked up both in slipper advertising and window dis 
plays. The pajama mode has made many things pos. 
sible for the slipper designer. The acceptance of mor 
leisure and playtime by the American people creates 
leisure. 

The radio has its influence on comfortable attire ir 
the home, it enlarges the market for this class oi 
footwear while the week-end rest period at some sea 
side resort or wayside inn has called for luxury wear 
and sandal types of slippers. There are certain stores 
known for their smart slipper wear, and women wh 
perhaps never trade in a particular shop for other 
merchandise are attracted by the featured slipper wear 
and through that medium become customers for other 
merchandise. 

The wide awake merchant should exploit throug! 
clever advertising slippers for the child going away t 
school and the child who goes to camp, as these occa 
sions are big outlets. The manager of a distincti 
shoe salon in Philadelphia gave his daughter a pair 0! 
clogs for her college study hour wear. Needless t 
say they became a fad and a vogue and in two week: 
his entire stock was depleted through mail order r 
quests 
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HOEVER fastened the term mule on 
these exquisite little things in_ silks 
and ribbons and fine feathers? 

This holiday season will be exceptionally 
profitable and colorful in boudoir slippers 
luxury types for gifts—useful types for con 
stant selling. 

The colors most called for are pale green, 
checkerberry pink, pastel blues and the light 
tints. 

Color makes change necessary in boudoir 
and novelty footwear, for these little extra- 
footwears are never worn completely out. 


Tell ’cm and sell ’em colors in one of th 
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Getting More Shoes Sold Right 






In the Chorus 


HOES may be first in the thought of every shoe 

man but what place are they in the general 
public’s mind? Amos Parrish, who is writing a 
syndicate on “What Is Fashion” appearing in news- 
papers all over the country, has this to say: 

“And shoes and gloves and handbags? What 
about them? Well, they are so simple in shape, 
color and design that when you see them you don’t 
see them. And that makes them all the more im- 
portant. They must not be in colors that clash with 
the costume. They are the chorus this year. They 
are not the stars, but that makes them, to repeat, 
more important than ever. In colors, they are 
chosen in a shade to blend so well with the costume 
that they don’t look in any way conspicuous. And 
the less they are heard, the better fashion speech 
they make.” 

Our readers may find in that statement by Mr. 
Parrish much food for thought. The first reaction 
of a trade that thinks of shoes as No. 1 in its life, 
is to challenge the classification “they are in the 
chorus this year,” but we believe Mr. Parrish wanted 
to emphasize harmony and the necessity of good 











without discords. 

Maybe we have come to the time when all dre.s 
is in the chorus and the personality of the incj- 
vidual rises above the attire. 

We have sensed, this season, the growing imp: r 
tance of the right shoes. We have also sensed a 
greater security on the part of the merchant in {ie 
selections that he has made for this season’s sze. 
An absence of freaks and the complete absence 5 
those fickle fads that make “hot” windows a: 
“cold” cash registers. 

Many a good show has been made by the chor: 
Shoes are really of tremendous importance i: 
fashion way and even more so in a health and hip- 
piness way. That at least pulls them out of ‘he 
chorus. A troubled foot has a melody all its own 


t 


It can only get back into tune when some capa)k 
shoe man fits the right shoe on the foot in distress. 

We toss the idea that Mr. Parrish gives us into 
the Forum of Fashion, for other opinions to jugyle. 

One thing Mr. Parrish has done this year to cn- 
title him to a place in the merchandising world is 
the creation of Fashion Clinics where many mer- 
chants gathered much wisdom and experience. Some 
day the shoe trade will go to school in a similar 
fashion. When one man can gather together some 
four hundred adults, each paying $200 for a weck’s 
instruction, he has certainly accomplished something 
in establishing the fact that the subject of fashion is 
no hit or miss “pick-up.” 

Every merchant needs to know more about it 
and in our belief many a shoe merchant would be 
willing to pay good money and time for more light 
on the subject—and an eye-full of the chorus is 
not so bad, not so bad. 


& 4 4 


Billy Rogers Up 


NE merchant writes: “Your Billy Rogers’ 
story is a corker, with a lot of good dope be- 
tween the lines. I have a high-school boy coming 
in every afternoon and he reads Billy Rogers 
though it were a ‘Diamond Dick.’ He can hari|ly 
wait from one week to the next for it. Also let me 
say that the O. P. I. is worth its weight in gol.” 
(Actual letter on file—out of Rumford, Me.) 
We are trying a new thing in business pay 
publishing—to humanize the problems of merch 


J 





dising through the narrative story, so written as (0 
take in the human qualities of its characters. 

All the world is not 100 per cent efficient. |t 
is human to buy the wrong shoe and at times 
lose money on some merchandising method. 
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This story has truly portrayed the tribulations as 
well as the joys of starting a new shoe business. 
One of the nationally known chain store organi- 
zations has requested reprints weekly of the Billy 
Rogers’ series, to send to its managers and clerks. 
the surface that would seem to be rather sur- 
sing for the story is of a young man who starts 
oe business for himself; but as you read into 
text you sense truths and facts indicating— 
n't rush into the ownership of a store unless 
know what you are doing and something of 
problems you will face. No ambitious young 
will heedlessly rush into business for himself 
only his hopes and promises, when he senses 
iced for adequate starting capital and a knowl- 
of responsibilities to creditors as well as to 
ustomers., 
is Billy Rogers’ series is one of the outstanding 
to a better understanding of the problems of 
v shoe store. 


oe 


Frrankness Needed 


THY should human feet be a forbidden sub- 
1 ject? Some people feel that a discussion of 
foot sanitation is indelicate. Why should we hesi- 
tate to talk about feet when we freely discuss hands, 
ears, eyes, and other parts of the body? You hear 
the most intimate talk of major operations wherever 
women get together. Still 


this mistreatment is due to a lack of knowledge, 
or pure carelessness and indifference. We are 
too busy with other matters to give time and 
attention to our best bodily friends. We neg- 
lect them and wonder why we have foot troubles. 

We wear the same pair of shoes day after day, 
never giving them a chance to dry out or sanitate 
themselves. The insides of our shoes become satu- 
rated with moisture from perspiration. The linings 
and insoles become frightfully unsanitary—unclean, 
to use a frank expression. We put on a fresh, dry, 
clean pair of hose and pull on that old sweat-soaked 
pair of shoes. Next day another change of hose but 
the same shoes are worn again. 


4 4a 4 


Merchants as Editors 


UR best editorials are those “right straight out 

of the shoe store.” We are indeed most 
fortunate in having readers who freely express 
themselves. 

R. R. Glenn of Glenn’s Boot Shop, Tampa, Fia., 
writes: 

“I have just read your article on page 41, last 
issue, titled, “Creditors with Hearts,” and it would 
be a mighty good thing for all merchants if they 
would confine their buying to just a few good 
lines. 

“Of course, it is a 
temptation to buy a shoe 





there is a sqeamishness 
and hush-hush when feet 
are mentioned. Why 
should we not talk about a 


—God News— 


or two, here and there, 
as every line has some- 
thing that attracts, or 
looks good to a buyer. I 


thing so important to bod- 
ily and mental welfare? 


A frank, free discus- 
sion of foot hygiene, 
and a better under- 
standing of foot ail- 
ments and their causes 
would make for a bet- 
ter state of health and 
happiness. 

It is a fact that people 
abuse their feet more 
than any other part of 
their bodies. Most of 
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I want to congratulate you and the 
Boot anp SHokr Recorper and a'so the 
SHoe RetAlI_er for getting together, as 
I think that this is a very wise move, 
as it is much easier to read one mag- 
azine a week than two and it is much 
more satisfactory in every way. I am 
very glad to see the matter actually ac- 
complished. 

BROADHURST YOUNG SHOE CO., 
Denver, Colo. 
* * * 


I have been a consistent reader of 
both the SHor RetaiLer and the Boot 
AND SHOE REcoRDER for a great many 
years. The combining of these two 
trade papers will give the readers of 
the shoe trade one of the most outstand- 
ing magazines in the country. Allow 
me to congratulate you on this wonder- 
ful achievement. 

KOTZ’S SHOE STORES, 
Chicago, II. 
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have owned, and done the 
buying for my store tor 
the past thirty years, and 
I have paid the price for 
buying too many lines, or 
being too easily persuaded 
to buy just a shoe or two 
because the salesman was 
a friend, or a nice fellow. 

“My advice to the mer- 
chants is to pick a few 
good lines and stick to 
them, and they will stick 
to you.” 





THIRTY POUNDS OF WARDROBE 
MIGHT INCLUDE 


3 Suits | 9 Pair of Hose 
2 Pair Flannel Trousers 1 Sweater 
Pair Knickers 1 Bathing Suit and Belt 
Robe and Slippers 2 Hats 
(Compact) PAIR SHOES 
8 Shirts Pair of Garters 
2 Collars Belts 
8 Ties Pair Suspenders 
2 Pair Pajamas 1 Raincoat (Comract) 
4 Suits of Underwear 1 Folding Umbrella 
1 Dozen Handkerchiefs And Toilet Accessories 





A Man Has To 
TrRavet Lient 
THest Days 


y VHIS is the great year of speed in travel. Commer- 
cial aviation has expanded amazingly. The Aero- 
nautical Chamber of Commerce lists 216 cities in 

the United States associated in the operation of airplanes 

and their manufacture. During the first seven months of 
this year $500,000,000 were invested in aeronautics. 
Assistant Secretary of the Navy, Jencke, after an air 

tour of 12,000 miles, said: “The airplane is no longer a 

novelty. It is hardly an adventure. There is no mys- 

tery in it any more. The next ten years will see our sky- 
ways charted and filled as our highways are charted and 
filled today.” 

In 1900 there were 8000 automobiles in use in this 


42 
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and the thirty pound limit 


country—today there are 8064 civilian airplanes in operation. Many 
shoe men use airplanes for speed of travel and there are several shoe 
manufacturers who already own their own planes and travel the coun- 
try with their own pilot. Many large business houses (the estimated 
number is 135) are using private airplanes for deliveries. 


IR travel is becoming almost a necessity because the speed of busi- 

ness has accelerated to such a degree that auto and rail travel is not 

speedy enough for the executive who would like to be in both places 
at the same time. 

Our reporter interviewed engineers at several airports. Informa- 
tion was sought as to whether aviation would influence clothes of 
man and woman. The only influence thought possible was on the 
subject of weight. Commercial airplanes make money carrying pas 
sengers. Therefure, baggage restriction limit to each passenger is 
30 Ib. That limitation may have an influence toward lighter weight 
shoes for men. 

In the 30 lb. wardrobe, we show what a traveling man might carry 
and it includes two midweight pairs of shoes—one black calf and the 
other Scotch brogue. 

The fact that airplanes are self-heated has been a factor in reducing 
passenger weight. There is no need of leather coats and helmets in 
modern airplane travel for transport planes are self-heated. 

The airplane engineer, when asked if motor travel by land and sea 
and air would develop a race of humans without legs, or at least with 
atrophied relics of those once useful members, replied: “It may divide 
the human race—one group leg-useless and the other an extremely 
agile pedestrian type for the only individual who would dare to travel 
under his own steam would be an abnormally fleet and nimble dodge 
and foot-worker.” 


Black and Tans 
Aloft . . « « 





YHAT is style? The dictionary tells 
us that “style is the manner of con- 


duct or action, characteristic or indi- 
vidual method; (2) manner or form ap- 
proved as elegant or fashionable, conformity 
to an approved standard, especially in social 
matters; fashion mode as to live in good 
style; (3) mode of expressing thought 
whether in writing or orally, distinctive or 
characteristic diction, also an appropriate use 
of language, choice and arrangement of 
words, as a dull and florid style or a lack of 
style.” 

The stylist problem is perhaps one of the 
most difficult problems of all the problematical 
matters that come before the men and women 
engaged in the shoe trade in this country; 
in fact, in any country. In women’s shoes 
we have run the gamut on cut-outs, over- 
lapping patterns, side gores and now colors 
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and color combinations are the marked .ty} 
in the shoe world. These are produc ¥ 
all leathers, including the reptilian. 

Fancy cloths and straw effects hav: pre 
dominated in the scheme of summer foo: wear 
and woven sandals and strap effects ave as 
common on the streets of any town as t! © old 
black kid or calfskin oxford ever was. lver 
and gold kid slippers have shared a_opu. 
larity for evening wear that has stood th. test 
for quite a few years but now many ney 
materials are coming to the fore and this 
ensuing season will see many beautiful com. 
binations of fabrics being worn on t! 
dance floors at the different recep- 
tions and balls. 

A new element is now 
asserting itself and that £ 
is the young girl Fu ’ 
between 14 and ‘ 


17. She no 
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Retail business today acknor 
edges the dominan. ol t 
young modern. Styles formes 
were created for the mat 
Today the miss is the domim 
factor in the determ nation' 
fashion. 
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longer wears the 

prosaic styles that 

style demanded some ten 

or fifteen years ago, but now 

expects to use almost the same 
as her elder sister or mother. 

What does it mean to qualify as a critic 
on style? Unfortunately, the leaders in the 
shoe trade do not assimilate their ideas as 
the leaders in other lines. Other trades 
work in harmony in the make up of style. 
Gowns are shown on the Pacific Coast or 
in New York at almost the same time, and 
the style note prevailing is about the same 


10" but in shoes, urge to do something different 

has brought about a condition that is very 
ner difficult to combat. Our national magazines 
tr have set themselves up as qualified to dic- 
nd tate shoe style and yet they are at variance 
Nn 





with one another, and in many cases if we 
should follow their advice, we would be 
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further in a state 
of chaos than we are 





today. Paris has always 
been a leader in styie for wo- 
men’s clothes but the past few 
years, the shoe patterns as developed 
by them have not disclosed many new 
notes. Style shoes produced by the leading 
manufacturers and retailers in this country 
are being copied abroad. Our American 
artists and designers are standing to the 
front greater an better than ever. 

The tanners are to be complimented on 
the many new and extraordinary beautiful 
leathers that have been produced within the 
past year. All trades are leading them- 
selves to the adornment of footwear and 
there is no doubt each year will bring forth 
more and more beautiful shoes. 

Colors and color combinations as I said 
before are the most dominating feature in 
shoe style. Now what is the average dealer 
to do regarding the buying of the various 
styles that he is told are being sold in the 
stvie centers. To begin with, he has his 
style problem, as have the dealers in higher 
types in our principal cities. But he, limited 
in his purchasing power by the demand he 
expects from his local customers, must be 
guided accordingly. He must know and 
judge his trade to the 99th degree. He 
must realize its saturation point and that 

[TURN TO PAGE 100, PLEASE] 
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~ BILLY ROGER 
==SHOE MERCHAN 


HaROLD WHITEHEAD 7% 


By 


4 i NVHE fracas between Captain Jacks and Feather- 
few that had flared up into a lawsuit subsided 
as quickly as it started. Featherfew’s lawyers, 

realizing that Morland’s spite against Billy Rogers was 

the cause of it, dropped the case. 

They informed Morland that neither he nor Feather- 
few had any case against Billy, and if they proceeded 
with their case it would be apparent in court that jealousy 
or dislike was the basis of it. “Such a case, aired in 
court, would hurt your reputation and probably help 
your competitor.” That was the argument that caused 
the matter to be dropped. 

Billy sighed thankfully when Wise, his lawyer, told 
him of the quick and happy ending of what had looked 
like an unpleasant business all around. 

“But,” Wise warned, “I advise the utmost caution in 
connection with Morland. He’s bitter against you and 
will seize every opportunity to attack you.” 

“Oh, dear, what a shame we can’t be at peace. 
no grudge against him. I’ve never done him any harm. 

He has absolutely no excuse for his attitude.” 

“That, unfortunately isn’t necessary. When a person 
dislikes you, he will twist innocent, well meant inci- 
dents into‘an insult. When a man hates, he is con- 
trolled by his hatred. I wish everyone could read a 
piece about hatred and injury that I clipped from a 
Southern newspaper. Here it is.” The old lawyer took 
a worn and tattered clipping from his pocket book and 
read, “An injury can only harm as long as it is remem- 
bered—the noblest revenge, therefore, is to forget.” 

“So, Rogers, follow that—and forget it,” he advised. 

“T'll try—but I’d like to get one good wallop in first,” 
growled Billy as he left. 

The lawyer shook his head, but said nothing. As 
Billy left the building he met his old boss, Parker. That 

man, by the delicate “whispering gal- 
lery’” of a small town, had heard of 
between Morland and 


I’ve 


“some trouble 
Rogers.” 

“Sorry you're having trouble with 
Morland, Billy. Can I help? 





A man can never 
learn too much 
about his own busi 


“Thank you, Mr. Parker, but it’s all settled now. 
How did you hear about it?” Billy asked. 
“Those things get all over a small town, Billy. And 


‘of course, we merchants know that Morland is cutting 


prices against you.” 

“I’m getting fed up with it,” Billy growled. “T'l 
show him what cut prices are. He started this scrap, 
but I'll finish it. I'll make a dead drive at him.” 

Parker half pulled back his head and looked Billy 
over as if he were a curiosity. Then to Billy’s surprise 
he remarked, “And you look fairly sensible!” 

“What do you mean?” Billy was puzzled and a bit 
nettled. He felt like a little boy being teased. 

“Mean? This talk of yours, Billy, of ‘going after’ 
Morland. That’s the sure road to disaster. No one 
ever made a success by tearing at the throat of a com- 
petitor. And no big business was ever built upon de- 
structive tactics. Forget your competitor, Billy, and 
put your time into building up your own business. If 
Morland spends his thoughts on how to hurt your busi- 
ness, isn’t it obvious he’s neglecting his own?” 


ILLY was impressed by the similarity of advice, yet 
so differently expressed between the old lawyer and 
Parker. 

“You've told me something I appreciate, Mr. Parker.” 
Then in a burst of admiration, Billy blurted, “Gee, but 
you’re awfully kind to me.” 

“I try to be to everyone, Billy.” Then as if ashamed 
at such an open confession of ‘his genuine love 0! 
humanity, he added, “It’s good for business.” 

But Billy was beginning to know Parker and 
understood. 


The two met again the same day at lunch at the 


Chamber of Commerce. But this time they did not 
together. Billy sat between a hardware man 
jeweler. It was somewhat of a revelation to !' 
discover that the fundamentals of retailing w: 
same in any line. His two new acquaintances h 
trouble, were worried over dead stock, how to 
old debts and what to do to keep down expenses 
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yet he hardware man said, “Expenses are the one thing that do not follow the law 
nd of gravitation.” 
The speaker was then introduced, so further talk was forgotten. “How to 
Increase the Rate of Turnover” was the subject. 
yut lv i 
Billy told June about it after she had posted the books up to date that evening. 

Y know, it’s astonishing how much I don’t know about managing a shoe store. 
Yet, likewise, it’s astonishing how simple and obvious things are when they’re 
told you.” 

“Meaning what, honey ?” 
h “ . ° > ° o99 

Meaning this matter of speeding up the lil’ old turnover. 
speaker, there are only three ways of increasing turnover. First, selling more 
goods with the same inventory ; second, selling the same amount of goods with a 


ed 


O1 


According to the 


st reduced ‘inventory ; third, a combination of the two. That clear?” 

a Absolutely—but which did the speaker advise ?” 

to a . eo 7 ; ; ; ; 
The last one. He says that most retail merchants—not counting the big chains 


cafry an inventory twenty-five per cent larger than their sales warrant.” 
Oh, that doesn’t seem possible,” June protested. 






“ . . , ° 
Humph, I wish it wasn’t in my case—but that guy knew what he was talk- 
[TURN TO PAGE 104, PLEASE! 









Boor AND SHOE RECORDER 
combining THe SHom RETAILER, Oct. 12, 1929 47 











THE STORY 
THus FAR 


ILLY ROGERS wanted to 
own a shoe store. He had 
$17,000 and some practical ex- 
perience acquired as a salesman 
in Parker’s Shoe Shop. George 
Morland was willing to sell his 
store for $22,000. Too willing, 
in fact, as it appeared when 
Billy, acting on the advice of 
June Soent, consulted Jethro 
Blunt, president of Fretton Na- 
tional Bank, and the latter 
scanned the figures on Morland’s 
business. Under Blunt’s relent- 
less questioning, Billy presently 
discovered that he had plenty 
to learn about running a _ busi- 
ness. The banker shrewdly ad- 
vised Billy to see Mr. Parker, 
whose employ he had quit when 
he decided to bossom out as a 
full-fledged competitor. Billy 
overcame his reluctance to call 
on his old boss and was more 
than ever convinced that there 
were lots of things he didn’t 
know. But he soon mastered a 
few basic principles and was 
eager to learn more. June also 
contributed some helpful ideas 
Billy finaly opened his store 
after many trials. His first 
morning was a busy one, too 
busy to be comfortable, and in 
the afternoon June came in to 
help him. Experience that day 
taught them that store man2ge- 
ment has its problems. Billy’s 
competitors made trouble by cut- 
ting prices, and to meet the sit- 
uation the young’ merchant 
studied the possibilities of ad- 
vertising. He a‘'so found out 
what it means to appease the 
wrath of the disp'eased cus- 
tomer and learned the impor- 
tance of watching incidental ex 
pense. Then a 
new problem 
confronts 
Billy when a 
c om petitor 
threatens to 
bring suit 
against him. 











No one man has 
been more re- 
sponsible for 
the interest na- 
tionally in “blue 
shoes for men” 
than Ernest A. 
Burrill of the 
Men’s Advertising 
Campaign. He has 
toured the entire 
country and the 
song they all sing 
is—now “The 
Shoe Trade Har- 
mony Blues”— 


SHOE HARMONY BLUES 


‘* @ NY sound basis for introduc- 
A ing a third color into men’s 
footwear may prove to be 
the one big occasion for bringing men’s shoes into the 
limelight of color. Through the Men’s Campaign, the 
clothing industry has developed a most cordial attitude 
toward men’s footwear. The emphasis of shoes from 
the standpoint of apparel and style rather than utility 
only, has already started an influence 
in behalf of men’s footwear of in- 
calculable value. 

“Now comes a thought. 
Black shoes for gray clothes, brown 
shoes for brown clothes, and—why 

not—blue shoes for blue clothes. 
“Let’s find out if the clothing 
people really mean _ it. 
Let’s get an expression 
from a wide area of cloth- 
ing authorities. No other 
unit is in a better po- 
& sition to ask for this 


new 


By ErNestT A. BurRILL 


expression that the Men’s Campaign 
Let’s forget precedent, 
and previous practice. Let’s promot 
something if it’s practical.” 

Clothing authorities brought out these vital figures 
In a summary of the fall sales of 148 woolen mills for 
fall, it was revealed that the percentage of sales was 
40 per cent gray, 38 per cent brown, 19 per cent blue 
and 3 per cent miscellaneous. 

It was also brought out that in the cloths for tu 
and dress suits, there was a strong tendency 
“blue blacks.” It has been demonstrated that at 
these blue black fabrics were really “blacker than |)|ack.’ 
There was a pronounced depth and richness to thi- blue 
black weave. In hats, derbies particularly, this sam 
blue black tendency was developing. 

It also developed that the interest was not c 
to the usage of blue leather in plain toe types for 
wear. It was clearly indicated that dark blue 
place in business and street shoes. Black shoe 
over-dominated the men’s field. With the devel 

[TURN TO PAGE 100, P 
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The FIRST REASON 
jm Onco. 








rTRaos MARK 


superiority is 


FLEX 2vdulit 


INNERSOLE flexibility is desirable in all types of shoes; in some 
itis an absolute necessity. 
Flexible when new, most innersoles harden and crack under 
normal wearing conditions. 


But this new innersole, 
ONCO 


is permanently flexible. It will not harden or crack under the 
most extreme conditions. 

ONCO has many other points of superiority—all listed on the 
next page. 


THE PERFECT 
INNERSOLE 


























Oncga. 


“ann 


THE 
PERFECT 
INNERSOLE 


Permanently flexible 


Uniform in quality and 
thickness 


Cushioning resiliency 
Lighter in weight 
Moisture absorbent 
Tough and durable 
Retains its shape 


Will not draw the feet 





HE twin sisters of progress—and progress 
means profit—are new methods and new 
materials. 


ONCO is a proven material. As an innersole, 
it possesses all of leather’s finest qualities and 
several advantages heretofore unknown. 


ONCO meets every requirement of shoe man- 
ufacturing and, in addition, its use will en- 
hance the four major shoe necessities— 
Style 
Comfort 
Salability 

Serviceability 
without increasing the cost. 
To enable every shoe merchant to investigate 
the suitability of this material we will gladly 
mail a generous sample. And we suggest 


that every merchant ask his manufacturer for 
samples with ONCO innersoles. 














BOSTON, MASS. 
76 LINCOLN STREET 


ST. LOUIS, MO. 
1012 ARCADE BLDG 


MINNEAPOLIS, MINN. 
736 PLYMOUTH BLDG. 





FOUNDED !1852 








QLNC 


A rtland 








BRANCH OFFICES 


NEW YORK CITY 
233 BROADWAY 


ATLANTA, GA. 
1023 CANDLER BLDG. 


SAN FRANCISCO, CAL. 
58 SUTTER STREET 


CHICAGO, ILL. 
110 SO. DEARBORN ST. 


PITTSBURG, PA. 
1626 OLIVER BLDG. 


MONTREAL, P. Q. 
509 NEW BIRKS BLDG. 
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HAMPTON GREEN 


LIGHT WEIGHT 
COLORED CALF 


COLORS 


FOR SPRING 1930 


Our new line of Kafforite lightweight calf. 


This refined tannage has a flat smooth grain, a 
tight break, a mellow glove-like feel, and uni- 
form cutting area taking a high finish. 


SPECIFY 
Whippet Calf, cut out trim, oak 


sole, 14/8 heel and USKide top it for several of your spring numbers. 
lift, in-stock $3.50. 


neler, Shoe Mig. Co. KAFFORITE and TOLCO leather adds both 
desirability and durability to women’s better 
ON DISPLAY grade footwear. 
our full line of THEY HELP YOU 


Spring Colors to follow the path of style to a PROFIT. 
Booth 10 


ASTOR HOTEL OUR REPTILIAN EMBOSSED 
New York City effects come in matching colors for trim and for 
October 14-15 whole shoes. 

Joint Styles Conference. Swatches on request. 


Style No. 9066—Made of TOLCO 





Brora Tron quauty’ 


Re: Ono EATER Co. 


G/IPAFPD -OH/O 
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Shoe Stores have this “blank spot” 
in retail salesmanship 








WINGFOOT 
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_ kind of heels are men wearing when 


they come to your store for new shoes? 
Nine out of ten are rubber. * 


And nine out of ten retail shops ignore this 


fact in selling shoes. Hard heels are a “blank 
spot” rather than a sales asset. 


When so many people wear rubber heels, they 
must likethem. And giving people what they 
like is one of the easiest ways to make a sale. 
Give them Goodyear Wingfoot Heels on the 
shoes vou sell — investigation has proved that 
more people ask for Goodyear Heels than 


all other heels combined. 


*More people walk on Goodyear Wing foot 


Heels than on any other kind. 
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‘© Easiest wrap-up shoes 
I ever sold” 





ARCH FORM .... . For dress wear 
Super-Flex (Cement) Process . . . $10.00 
Littleway Process... ..... 8.50 


ARCH FORM. .. . . For general wear 
Flexible Shank Welts . .... . $10.00 
Firm Shank Welts ....... 8.50 











QCH FOp 
i 7o 
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sell on sight,” says another booster for this shoe with its revolutionary princip!:s 


T.. quotation above sums up for one 
delighted shoe merchant. 
“We don’t really need to push them, thvy 


| of construction—the greatest advance since “lefts and rights.” 


“Is it really an arch shoe?” asks a surprised shopper who has just be 1 
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CHATEAU, $10 Retail! ELMA, $8.50 Retail! 


shown the graceful Louis heel Elma pump illustrated in the panel directly above. 

With tributes like these springing to merchants’ and wearers’ lips it is little 
wonder that Arch Form production has forged steadily ahead week by week. 

Little wonder that so many shoe merchants are increasing their turnover on 
Arch Form. Little wonder they tell us the Arch Form is one big bright spot in 
the women’s shoe field today. 

Arch Form, with its exclusive patented cushion heel and formed arch, has 
proved the needed stimulus to many a sick retail business. Arch Form is a lively 
irritant that is proving in a new and wonderful way that your customers will 
buy and buy if you have the wanted merchandise at the right price. 

The Arch Form price — $10 and $8.50 retail — is logical for volume business 


and quick turnover. 


Write or wire for a showing! 


A sales representative will soon be in your neighborhood with the complete 
details on this whole wonderful proposition. A line from you to us now asking 
to see the Arch Form is your safeguard that you will get an early pre-view of 


new numbers in the spring line. 


* 


THOMAS G. PLANT CORPORATION, BOSTON, MASS. 


IN STOCK CENTERS: BOSTON + ATLANTA 


Chicago Sales Office: 209 South State Street 





New York Sales Office: 908-910-912 Marbridge Building 






















08 8 OE TE 














FOUR RELATED 


A TYPICAL 
LITTLE 
SERGEANT 
WELT No. 3523 


A Welt for boys 
and girts with 
West Point snap, 
finish and rugged- 
ness. A _ perfect 
play or school 
shoe, appealing 
to parents who 
want the best. 
































A TYPICAL PLAYWEAR 
TURN No. 1025 X8 


Playwear Shoes have won a 
high reputation for depend- 
ability. We are now offer- 
ing new styles and leathers 
for Fall. 





HAT you may merchandise your stock more easily —mor 
profitably and more quickly, the Curtis-Stephens-Embr 
Company offer you four closely related juvenile lines. 


In one order you may place the responsibility on one house for com 


plete, lively lines of Stitchdowns, Turns and Welts. That make: 
selection easy and sure. 











CURTIS~STEPHENS 
Readin 
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A TYPICAL 
NOBBY TREAD 
STITCHDOWN 
No. 1710X164 


F One of the best known 

stitthdowns in Amer- 
ica. Smartly styled out- 
side—smoothly made 
inside. Many new Fall 
patterns are shown in 
our catalog. 


Being made in one great factory with assured purchasing power, you 
“more get the lowest possible price compatible with highest quality. Hence 
mbry an assured profit. 

And since every pair of these shoes are backed with an In-Stock re- 

placement guarantee—you are always assured of a complete assort- 

ment covering every requirement in style, leathers and sizes. A shoe 

quickly replaced is half sold. 


A TYPICAL 
JACK- 
O’LANTERN 
STITCHDOWN 
No. 470 
A sturdy, three- 
sole stitchdown 
made of the best 
materials and 
finely finished. 
This line fully 
meets the re- 
quirements of 
buyers who need 
a high grade 
stitchdown for a 
discriminating 

trade. 
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Open Your Door 
to Bigger Profits with 
American Interlocking Shoe Store Chairs 


Beyond good values and smart merchandise, the modern shoe store 
must offer shopper attraction. For unattractive stores and obsolete 
seating equipment create an old-fashioned atmosphere. Shut out 
shoe store profits. Literally close your door to willing buyers. 


Equipped with American Interlocking Shoe Store Chairs, your 
store takes on a profit-building transformation. Radiates distinc- 
tion, progressiveness, good taste. And as a result, it becomes the 
preferred shopping place for particular people. “American” Chairs 
open your door to those profits which good values and smart mer- 


chandise alone cannot bring. 


32-Page Book and Service—Free 


Thousands of shoe stores from coast to coast have found the key 
to bigger business by letting our Shoe Store Service Department 
solve their seating problems. Without any obligation to buy, our 
engineers and draftsmen will be glad to lay out your store for 
maximum attractiveness and efficiency. Simply send us rough 
layout. Our interesting and helpful 32-page book, “New Styles 
in Shop Seating,” also sent free to owners and managers. 


ree/ 


AMERICAN SEATING COMPANY 
1016 Lytton Building, Chicago, Illinois 


Gentlemen: Send me, without obligation, your helpful 32-page 
book, *“New Styles in Shop Seating.” 





Name 


Address .... 











L 


Pon 
C Five Great Features ¢ * 
ex ~--=-| American Seating Company 


Greater comfort for your customers, 

Greater ya sa A: eri are guar- 1016 Lytton Bldg. Chicago, Illinois 

anteed against breakage. 1 

Greater economy in cost. 15 yearsof J’) Branch Offices: New York: R. 601-119 W. 40th St. 
experience to serve and assist you. Philadelphia: R. 703-1211 Chestnut St. © Boston: R. 302-69 Canal St. 
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Saving Your Time 
and Money at Chicago’s 


MORRISON HOTEL 


Madison and Clark Streets 
Tallest Hotel in the World—46 Stories High 


HE layout, equipment and routine of the Morrison Hotel are so planned that 

each guest can make the most of every hour and every dollar. Elevators travel- 
ing at high speed, without changing cars, from the Ist to the 46th story — large, 
light sample-rooms, located to afford maximum accessibility and convenience—are 
incidental examples of scientific time-saving. 


All **‘Downtown’”’ at Your Door 


Offices, theatres, stores and rail- 
roads are in closer reach than at any 
other hotel. As a result, the sub- 
leases pay all the ground rent, and 
the saving is passed on to the guests 
in reduced rates. 





1944 Outside Rooms 
Each with Bath, $2.50 Up 


Every room is outside, with private bath, ‘| HARRYC.MOIR | 
circulating ice-water, bed-head reading | ennn ORES. & GEN-MGR. || 
lamp, telephone and Servidor. A spe- ————— 
cial housekeeper is assigned to every 

floor. All rooms are being radio-equipped. 


Garage service is ample and up-to-date. 


The Terrace Garden 
Cameo Room 
and Boston Oyster House 


The fame of this historic location is 
largely due to the individual character 
of the Boston Oyster House, a Chicago 
landmark for over half a century. The 
Terrace Garden, also, has won national 
celebrity with its delicious menus, viva- 
cious dance music, and brilliant enter- 
tainments. The Cameo Room, seat- 


ing 2000, offers ideal conditions for 


i i The New Morrison, when completed, will be the world’s largest and 
trade meetings and conventions. tallest hotel, 46 stories high, with 3400 rooms. 











Write for Reservations or Telephone Franklin 9600 
Special Convention Rates on A pplication 
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Made by the Manufacturers 
@ of “Keds” and “Gaytees” 
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When you Specify 
UskipeE and Ustan soles 
| and Sprinc-Srep heels 
: onthe shoes you order 
I from the manufac- 
| turer you know that 
your customers will 
| be able to recognize 


known values in the 




















SPRING-STEP 


Rubber Heels 





United States Rubber Company 


1790 BROADWAY, NEW YORK CITY 


| World’s Largest Manufactu 





rers of Rubberwear For Feet 











FROM THE CURRENT issy¢ ROM > 
OF HARPERSEBAZAR F VO 





MRS. OLIVER HARR! MAN 


Mrs, Harriman has always been cele: ated for 
her great beauty. The disting ui ished nex pore 
trait cf Mrs, Harriman at the left is. Haim, 
(Belosv) Mrs, Harriman leaving her London 
home in Berkeley Square for a mor? walk, 
Sie has chosen Travelese Shoe *' Benito” 


the ideai shoe for chic and poise when walking 
6° 


TRAVELESE 


Reg. U.S. Pat. Of. 


am answer to the appeal of women of 
fashion for a new type of wathing shoe 
HE women of innate good taste who is always appropriately dressed bestows 
especial care on the selection of her walking shoes. They must, of course, 
complete the costume, but above everything else they must be built for walking. 
Ideal both from the point of view of style and of construction which fits and 
supports the walking foot are the new Travelese Shoes. The ingenious new 
Travelese idea, extremely light in construction. places the foot scientifically, giving 
perfect balance and just the needed amount of support. Walking becomes effort- 
less, buoyant and graceful as youth itself. There is none of the strain inevitable Loopbar 
when an inappropriately designed shoe is worn. The result is complete ease in : 
walking with the unconscious grace of bearing essential to true distinction. 
Sponsored by Laird, Schober & Company, the Travelese idea is exclusive. A 
variety of classic and newest models enable the most particular woman to com- 
plete her street costumes with these smart shoes. The styling, the beautiful work 
manship and the quality of the leathers are all of the extreme elegance one would 
expect from these artists in luxurious footwear. 
To be had where distinguished footwear is featured. Laird, Schober & Com- nen 
enito 


cKYROD SCHOBER «cc 
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MRS. JOSEPH B. THOMAS 


Mrs. Tuomas of New York and Paris, wife of the well known sportsman leads a 
particularly distinguished and active life including society, sports and a career as 
a painter of note. She has selected Travelese Shoe “Napier” as a chic and 
appropriate street shoe for walking and mornings at her easel, 






Designed expressly for occasions when one walks or stands, Trav- 
elese prevent the strain, physical and mental which results when 
the shoe is not appropriate for the wear it receives. 







The Travelese idea, an ingenious new creation, gives to these 
impeccable shoes the desirable support well-dressed women now 
demand in a walking shoe. The special design makes walking 
effortless, buoyant and graceful as youth. The extremely light- 
weight construction, the perfect balance, the scientific placing of 
the foot insure the unconscious ease essential to a distinguished 
appearance. 














The special features which make these shoes the choice of 
women who insist upon chic, grace and complete ease in walking, 
are exclusive with Travelese. 


Sponsored by Laird, Schober & Company, Travelese Shoes 
maintain in every particular of superlative style, beauty of work- 
manship and elegance of material, the high traditions of these 


Napier ‘ . 
master craftsmen of luxurious footwear. 





To be had where distinguished footwear is featured. Laird, 
Chiberta Schober & Company, Philadelphia, Pa. 


mCOMPANY PHILADELPHIA 
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eAnnouncing another link in the greatest 


merchandising program ever created for 
selling Children’s Shoes. 


| First, MISS ACROBAT 
| —and now CHEW CHEW 


HAFT-PIERCE have contracted for the exclusive ser- 
vices of the original CHEW CHEW, that nationally 


famous, funny, health clown. 
He has incorporated the health points of ACROBAT shoes 


with his famous health demonstration, and will devote his 
entire time to helping Acrobat dealers sell more Acrobat 
























shoes. 

Known from coast to coast—loved by every child who has 
seen him, think what it will mean to have Chew Chew 
perform in your store. 





Chew Chew 










Little ten-year-old Miss Acrobat, one of the world’s 
| greatest juvenile acrobatic dancers and contortion- 
Miss Acrobat ; ; wee 
ists, is continuing her most successful tour—mak- 


ing new friends for Acrobat shoes daily. ies 


These two high grade artists, together with our na- 
tional advertising, our free newspaper cuts and 


roe — : 


2 


window displays, and our movie with sound, are 


working wonders for Acrobat accounts. 





When advertising of the above type is backed by at 
' a famously good shoe such as the Acrobat, and “ 
A also by an efficient stock department, the only pos- 


sible result is more sales and lasting customers. 


QCROBar | 
« SHOES | 


Keep the Feet Happy 


Write Today for Complete Details of the Acrobat Franchise 


, SHAFT-PIERCE SHOE CO. 


FARIBAULT MINNESOTA 
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" O more tramping from store to store trying on 
i this shoe and that shoe for me. Fortunately 
I’ve found what I was looking for, at last . . . style 


and comfort in the same shoe. I bought this pair 
almost a year ago. Pretty nice yet, aren’t they? That 
store can have my shoe trade . . . life’s too short to 
bother my feet with experimenting.” 


These satisfied customers that come back again and 
again are the ones that really count. Transient trade 





don't look for style or comfort 


lve found them!” 


will return, casual buyers will become steady customers 
Sales will repeat . . . profits grow. 


You can give customers style and comfort at the 
same time by specifying Korxole (innersoles of cork) 
in the McKay footwear you buy. These modern 
innersoles are made of resilient cork faced on both 
sides with sturdy fabric. Korxole is light, springy. 
and flexible—but it’s sturdy, too. It will hold the 
most delicate shoe line right in place as long as the 
shoe lasts. 





may come and go. . . but perma- 
nent customers are the ones that pay 
your profits and build your business. 
Sell comfort that will last as long as 
the shoe, sell style that will hold its 
delicate lines in spite of strain, wear, 
and weather. Then old customers 





ARMSTRONG CORK 
COMPANY 

Specialties Division 
Boston, Mass....... 
Milwaukee, Wis... .811 
Cincinnati, Ohio.... 
St. Louis, Mo...... 
Se 
PEON s 0 000:060046 


suaewe 11 Brant St. 


Let us send you a list of leading 


manufacturers who feature Kor- 
7 da ° . > Th 
Lancaster, Pa. xole in their McKay shoes. Then 
acetal 197 South St. hibies om 
Majestic Bldg. send for a few pairs. Try them on 
ee B way a 
ee ae vour hard-to-please — customers 








Armstrongs Korxole 


Flexible Cork Innersoling 
PRESERVES STYLE...INSURES COMFORT...PROVIDES MANUFACTURING ECONOMIES 
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‘nicae inten user “LOCKED-ARCH®* 


SHOWING PROGRESSIVME 
MORE SALES AND GREATER 







Princess 
Pat 


%In Stock No. 54. Patent Lizard 
Tongue Step-In 14/8 Rubbertop 
Heel C and D. 

%In Stock No. 55. Black Kid, Liz- 
ard Tongue 14/8 Rubbertop Heel 
C and D. 

%In Stock No. 56. Brown Kid Liz- 
ard Tongue 14/8 Rubbertop Heel 


C and D. Stace 3/8 $2.25 


Caroline 


xin Stock No. 37 Patent Leather, 
14/8 Rubbertop Heel C and D. 

*%In Stock No. 38 Black Kid, 14/8 
Rubbertop Heel C and D. 

*%xIn Stock No. 39 Brown Kid, 14/8 
Rubbertop Heel C and D 


Sizes 3/8 $2.15 


Anna-Belle 


x%In Stock No. 10. Patent Leather, 
14/® Rubbertop Heel D wide, 
Triple E 10c. extra. 


%In Stock No. 11. Black Kid, 14/8 
Rubbertop Heel D, Triple E 10c. 
extra. 


To order No. 12 Brown Kid, 14/8 
Rubbertop Heel C and D 


Sizes 3/8 $2.15 





%In Stock No. 7 Patent Leather, 14/8 
Cel. Cov. Heel, C only. 
To order No. 8 Black Kid, 14/8 Blk. 
id Cov. Heel, C and D. 
To order No. 9 Brown Kid, 14/8 Brn. 
Kid Cov. Heel, C and D. 


Sizes 3/8 $2.25 





“What It Means to You’’ 


Y producing standardized lines of saleable shoes actually 
wanted by the consumer, we make it possible for you to 
win greater profits. Our styles predominate in volume sell- 
ing everywhere. Why buy fanciful patterns or impractical 
combinations, even on a long dating, when you can buy 
Locked-Arch quick-selling, profit-making styles? No long 
dating smoke-screen here—just plain, sound facts and good 
shoes produced under expert, simplified, and scientific fac- 
tory management! 


F tomorrow you were to open a shoe factory, you could 

not improve on Locked-Arch standardization. These 
shoes are built to specifications approved by America’s fore- 
most merchandisers—the specifications that good merchan- 
disers demand of shoes to run true to form year in and 
year out. 


BUILT on a policy that allows only a set standard of 

workmanship in every department of our factory, that 
rejects all sub-standard work and materials, Locked-Arch 
Shoes are truly the new era footwear. There is no com- 
parison by which to judge them, they stand alone in their 
secure leadership. 


Our Wonderful Oak-Ra-Tan 


Soles 


"THESE soles are as carefully selected as any in America 

First, the best soles are selected, then sorted, for the 
right iron or thickness and amount of ‘grain for maximum 
wearing surface. Each point must meet our standard, to 
guarantee in Oak-Ra-Tan Soles the greatest possible wea: 


DANIELS & 


DERRY 


































VC 
AT 


a 


Qa.fs Bess oD. 
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VMERCHANTS THE WAY TO 
EPROFITS WITH THEIR 
WONDER LINE TO RETAIL 


kT $300, $350 and $400 


“What It Means to Your 
Customer’’ 


ly F your store is a mystic maze of types, styles and sizes, 
” the Locked-Arch line of wanted patterns holds the key 
to the solution of your problems. Slow moving stock never 
made profits. 


uy “ys your store a museum? Too many brands are his (the 
1g retailer’s) worst curse, because they slow down his rate 
»d of turnover. The chain store’s adherence to carry only those 
c- items that are in general demand is credited as the chains’ 


principal advantage over independents.” 
—Arthur Van Vlissingen, Jr., 


id in “What Ails Retailing” in SYSTEM 

se 

e PROFITS of a business are not earned by the Sales De- 
a partment on sales. Sales are merely opportunities to re- 
d alize finally on all the planning and work that has gone 


before. As a matter of fact, the profits of a business are 
not earned by any single department, and some of them are 


f not even earned. They are saved. The Purchasing Depart- 
at ment does not earn profits, but it may save them, and so 
h with the Credit Department and all other non-productive 
\- departments. 


What Are Profits? 


PROFITS are the sum totals of an accumulation of many 

small advantages, earned or saved at every point in a 
business. This is the key to a profitable management. 
Through following this system, through adhering to this 
modern, highly efficient, and scientific method of plant oper- 
ation, we offer you, the retailer, a nationally advertised, 
quick moving product, on which you can realize a good 
) profit—enabling you, in turn, to give your customers won- 
derful shoes at popular prices. 


WAYLOR 


NEW HAMPSHIRE 


fice 212 Essex St. 













Bobbie 


*%In Stock No. 51 Patent Lizard 
Tongue, 14/8 Rubbertop Heel, C 


and D wide. 

*%In Stock No. 52. Black Kid Lizard 
Tongue, 14/8 Rubbertop Heel, C 
an wide. 

xIn Stock No. 53. Brown Kid Lizard 
venue Pz Last, 14/8 Rubber 
top Heel, C and D wide 

Sizes 3/8 $2.25 


To order No. 40 Patent, Baby Lizard 
pete. 14/8 Rubbertop Heel, C and 


To order No. 42 Black Kid, Bab 
Lizard Trim, 14/8 Rubbertop Heel, 
C and D. 

To order No. 43 Brown Kid, Baby 
Lizard Trim, 14/8 Rubbertop Heel 


ST cee $2.25 


%In Stock No. 13. Patent Leather, 
14/8 Rubbertop Heel D_ wide, 
EEE 10c. extra. 

In Stock No. 14. Black Kid, 14/8 
Rubbertop Heel, D wide. EEE 
10c. extra. 

*%In Stock No. 15. Brown Kid, 14/8 
Rubbertop Heel, D wide. EEE 


10c. extra. 
Sizes 3/8 $2.15 





Chestnut Brown Dress Elk Vamp, 
Quarter and Interweaving, Ma- 
hogany Tongue and Foxing. 

*%In Stock No. 204—D wide—Sizes 
2%/8—8/8 Heel. Price $2.60 
*%xIn Stock No. 304—D wide—Sizes 
1114%4/2—6/8 Heel. Price $2.25 
Black Dress Elk Vamp, Quarter and 
Interweaving Patent Leather Tongue 

and Foxing. 

%In Stock No. 203—D wide—Sizes 
2% /8—8/8 Heel. Price $2.60 
%In Stock No. 303—D wide—Sizes 
114%4/2—6/8 Heel. Price $2.25 
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“Nearly every person who 
enters your store is a pos- 
sible purchaser of Repco 
Brushes and Daubers. 
Display Repco Brushes 
and Daubers prominently 
and call your customers’ 
attention to them. Take 
advantage of this fine op- 
portunity for additional 

. findings profits. @,Rerco Brushes are made in both the stapled and 
wire-drawn types. The wood and bristle stock are the finest obtain- 
able, and are equally good in both types, while the wax finish is 
carefully applied and is lasting. The two types differ only in the 
method of fastening the bristle knots. {Repco Daubers are made 
only in the stapled type. Like the brushes, they are made of the 
finest stock and finish. 


For Sale by Shoe Findings Dealers 


United Shoe Machinery Corporation 


‘J. K. Krieg Company, 39 Warren Street, New York City 




















a 
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EVERY ELEMENT FO 
— SUCCESSFUL MERCHANDISING 


With an aggressive advertising canipaign behind 
such a product as Wolverine Shell Cordovan Horse- 
hide Work Shoes—made as they are from durable 
Shell Horsehide leather, Uskide soles—known by 
working men the country over for their remarkable 
wear and comfort under the most severe conditions 
—and long wearing U. S. Spring-Step rubber 
heels—it is easy to see why retail dealers who fea- 
ture Wolverines are building bigger and more profit- 
able business year after year. 





Wolverine Shoe & Tanning Corp. 
Rockford, Mich. 


WORK SHOES / "| WORK GLOVES 


Wolverine Shoe & Tanning Corp. 
ROCKFORD, Fae MICHIGAN 





2 : oe [a =e ew . 
é | an be * om % n Sa Pa . , 
4 2s 4 ’ ’ , : rate ‘ : : 4 
4 \ \* 1 Ee Ay ‘ hh! SRA" 8 
4 y ‘ eee : 07 
4 , a \ L-* ‘ : By a pale Wie CAN ‘a 
. 3 he he - \ ‘\ a ic ee > ; 5 Z 
‘ \ \ ef V > ae 
q P y , y 5 n 2 a 
a 4 BU a a < . a * FEE, ne mah, EA So 
J s A e~ — ay 
—— .. ~ SR, —_ 
a ‘ ae trs «) ; . Sete ri ° ‘ 
1 ome ' ‘ 4 . ~ "lies = 
| 9 C N P — f Pa : ‘o $s! j Fi 
q vie, ad * _ . 7: Be = 
4 a ¢ ‘ é 
: 4 i . . 
F 4 i j 
7a\ 
: ef f - e Ss ; 
’ 4 R ; BS ba “ Ortwee § y : Ss = 
; ‘ = . “= = = ~ — : ~ 7 ~ : . | 
3 : —— " ne ene nas age "| TSS : ! 
4 x oO e. es x ae a 3 St : “no : ’ - ‘ : 4 
E: ’ ne yee ; 
a ‘ this 
be a ore “in ; $ 
hs ’ a, : 
¥ 2 Brine a ; ‘ 
: : kage 2: 
5 A wh ae fey 
* é oye : : 
| Be, ee : . 
bs - ae 
% ae S & % f 


Boot AND SHor RECORDER 
combining THs SHor Reraier, Oct. 12, 1929 























SPLIT RIVET 
LOCKING SHANK 
TO INSOLE 


ELONGATED SLOT 
PERMITS SLIDING 
ACTION 





























— 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


a 





Resitiency is as vital to the shank of the shoe as it 
is to the suspension bridge. To withstand the weight and severe 
strain, the Crawford Arch Supporting Shank — like the suspen- 
sion bridge — is constructed so that it will move up and down 
as weight is applied and removed. 

The Crawford Arch Supporting Shank embodies Pe combina- 
tion of rigidity and flexibility. It is a resilient steel brace built 
into the shoe. A truss, riveted to the under side of the shank, 
keeps it in its original curved shape. One end of the shank is 
slotted and fitted around a split rivet, so that it will slide back 
and forth as the weight of the body is applied and removed from 
the foot, yielding just enough, under pressure, to accommodate the 
natural flattening of the arch. When the foot is raised, it springs 
back into its original position. 
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**DEAUVILLE*’ 


> OFFERS => 


A TRIO OF PROFIT=-BEARING f 
RAPID-FIRE SELLERS . 


*“MADEMOISELLE” “HOLFAST” “MADONNA” 
— eee 


a 
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A Metal Clasp Ornament Much in The BEST Buckle Holder; In Stock A_ Three-Pearl Clasp Ornament 


Demand Just Now. May Be Had for Rush Delivery. Samples and — or —_— by 


in Any Shade $2.50 Doz. Prs. Prices Gladly Submitted. $6.00 Doz. Prs. 


IN-STOCK DELIVERY! ’Phone, Write or Wire Your Requirements. 
DEAUVILLE IMPORT CORP. 


38 West 32nd Street New York 


Pie be ae ER. SRS RN ECL OER NES RN ou 











ENGLISH Spats and Shoe Ornaments 
IMPORTED FOOTWE AR To meet every demand standardize on MANOLIS 


SPATS AND SHOE ORNAMENTS—the complete lines 

Specialties: — 1 116, All Wool, $10.50 doz 

Felt Style 113, Four Hole, Buttons 
$12.00 d 


“FEATHERWELTS” 4 ; sf cloth —_ “ $14.50 doz. prs. 


° P ; ° : “- Style 117, Four Hole, Tailor 
Light, flexible shoes with hidden peaks ’ rim $16.00 doz. prs. 


welts ; Cool and smart for City wear. Sy ieee Oey ahs a S.™ 





B. te <i ee Genuine 42 oz Box 
“DAPPA” Ps ee F Cloth, ‘Style 15. Leather 
ad : tacked ‘bottom "and tov 
Special Process Shoes—Very light Bi sc ne $30.00 doz, 140 02, | Bor 
and flexible. There is not a tack “MAN M0. co. a " ’ i —_ top, horn buttons 


° ° ° 0 doz. prs. 
in their construction. 


The colors in Felt— 
ee Srev Taupe, Fawn 
& jack; The colors in 


“HAND SEWN SPORTS SHOES” 


Both Men’s and Women’s. 


latest styles and shapes. Our Styles 114-1, 115-1 and 115 are made on hand made button hole 
machine and tacked bottom and top. 


rey; i 
Box Cloth—London Grey 
All the - Pearl Grey & Fawn. 


“REPTILE SPORTS SHOES” ' 
Shoe Ornaments 


Combinations of colored leathers Strap Ornaments $4.00 to $6.00 doz. prs 
with any Reptile, Lizards, Pythons, Vamp Ornaments 2.50 to 6.00 doz. prs. 
Baby Crocodiles, etc. Colonial Buckles 5.50 to 24.00 doz. prs 
Cus Seed Buckles... ccccccccccdcese 7.00 to 36.00 doz. prs 


Correspondence invited from interested importers. The oldest spat manufacturers in the Middle West. 


JOHN MARLOW & SONS, Limited Manolis Manufacturing Company 
Northampton, England 4248 No. Crawford Ave. Chicago, Illinois 
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What is your problem? 


Use this coupon for 
catalogs, literature 
and information on 


Store Equipment 
and 


Specialty Merchandise 


The Merchants Service Depart- 
ment of the Boot and Shoe Re- 
corder furnishes gratis to sub- 
scribers information and sugges- 
tions on matters of store equip- 


ment and specialty merchandise. 


To dealers checking the coupon 
at side catalogs and literature will 
be sent by some of the leading 
manufacturers of the articles 


specified. 


To aid in finding just what you 
want, please inform us as fully 
as you can regarding your re- 


quirements. 


Address Merchants Service Dept. 


BOOT AND SHOE RECORDER 
189 West Madison St. 
Chicago, Ill. 
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(CD Advertising 

CD Advertising Cut Service 
C) Advertising Novelties 

C) Arch Supports, metal 

(C1 Arch Supports, non-metal 
C) Bookkeeping System 

(2) Backgrounds, Window 
() Carton Labels 

( Carton Tickets 

) Counters 

C] Fitting Stools 

C) Fixtures, Display 

[] Floral Decorations 

C) Foot Measuring Devices 
C) Hosiery Display Fixtures 
C0 Hosiery (state kind) 

CJ Interior Lighting 

C) Literature on Leather 


a CTT TTT Tee 


City and State 


C) Leg Forms 

C) Ornaments (Shoe) 
0 Reflectors (Window) 
C Riding Boots 

C0 Show Cards 

[] Stock Record System 
C) Store Seating Plans 
C) Show Cases 

(— Store Fronts 

(CJ Store Ladders 

—] Shoe Store Mirrors 
_) Souvenirs 

] Shoe Dressings 

(C1) Shoe Trees 

C) Shelving 

—) Window Lighting 

(—. X-Ray Machines 





















GREATEST IN STOCK 


—~ These Styles will be carried in Stock 
: } 4) throughout the Fall and Winter Months 








Q 


Girls 

Br 

U R59! 

l, 2% 8/8 | 











Patent Myrtle Turn 

R2479—5-8, Wedge Heel, B to D 
$2.15 

en -os- 11, Wedge Heel, B 
A ¢ sete tienes: $2.60 

Whalebone Bluchers Welt Tan RAs7O—11 2) 6/8 Leather Heel, 


$8600 6900CCCRRCRC OES $3.25 
R1619—2-5, Light Wedge Heel. .82.10 
R2619—5%-8, Orthopedic Heel, 

%” in a SE PR OPA a $2.40 
Gun Metal Calf 
R1644—2-5, Light Wedge Heel. .82.10 

R2644—5%4-8, Orthopedic Heel, 
%” in he ight Ade ouiere eee eees $2.40 
Sizes 2-5, Buck Soles 














a. i 





Sizes 514-8, Spartan Soles 


















Widths C to E R53! 
Girls’ Coffee Elk Court Welt 
R5988—2%-5, AA to D, Ww 
Oe EE Si ecdeseccecesevened $4.00 % 
Girls’ Patent Pump vay ‘ 
eet oat my Oo, Mas ” 
vast, red heel....... ) 
/ Pa ont Ay y Lindy - 4 - 
| R5569— to C, 38 Last, /* 
8/8 — jncenedeseenengneeee $3.50 , 
\ i = — LG} 
be Coff 
I 
. R48 
~ = 7 ) 5/ 
i 4) 
% Tan Elk Welt 
R5920—25 BS, BEA W Gecccces $1.25 
Pa itent Welt 
R4650—11%-2, A to D......... $3.10 Patent Black Lizard Strap Turn 
an Elk Welt R552 = to 6, 38 Last, AA 
R4656—11%-2, A to D......... $3.10 Do $00606esesesecisepoesss< $4.00 
R33 
R43 





Tan Elk Moccasin Blacher W elt 


It R1IG43—2-5, © to B.....ccceee Rt.90 
RaT5g—sy-11, 2 Fs Bei BES masre—iiee A te Di eae | ests 344,. B00 RES 
FREE NEWSPAPER J. EDWARDS & CO. 
Boll 314-322 North 12th Street 
Philadelphia Pennsylvania 









IN 
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Patent Turn 
R5549—2%-7, AA to D........ 


































Welt 
Girls’ Campus, Beige Elk Vamp 
and Quarter 
Brown Elk Tip and Apron 


R591 9—2%-8, AA to C, 37 Last, 
G/B Heel ..ccscscccccscccccces 4,50 


Patent Instep Strap Turn 






































R2265—4-8, B to B........... $1.85 
R3265—8%-11, A to E......... $2.15 
~) R4265—11%-2, A to D......... 82.75 
= 
Ss 
$1.80 
$1.80 
81.80 
81.80 
$1.90 
Tan Calf Whalebone Blucher 
Patent Ruby Tie Turn Turn 
R5351—2%-6, AA to C........ $4.00 R1114—2-6, D to E............ $1.90 
R2114—4-8, C to E.......555- $2.25 \ 
Sizes 2-6, Heavy Seat (No Heel) . 
\ 
) Turn Patent Myrtle 
. R5571—2%-8, AA to C, 11/8 
" GUUS BD eccccessencsess $4.25 
54.10 
Welt 
Coffee Elk Walker, Brown 
Lizard Tongue and Saddle Patent Buckle Eva Turn 
DB Ww Be scceced 3.00 
' R4878—11%-2, A to D, 57 Last, BEES=-2146, 4 © ° 
) WS WE sc ocideetenvincncad $3.35 
V4 
. 
p 
/ 
1.25 | . 
"a WE ~~ 
y \ 
\ 
R5547—2%-7, AA to O........ $3.60 \ 
Leather Heel. 7, 
»\ —S 
) 
Y Patent Ruby Tie Turn Patent Alta Turn 
R3351—8%-11, B to D........ $2.60 R5164—2% to 7, 8/8 Leather, 
elt R4351—11%-2, A to D........ 3.25 og. arene 83.85 
75 
J. EDWARDS & CO. FREE NEWSPAPER 
CUT 
314-322 North 12th Street 
SERVICE 


Philadelphia 


Pennsylvania 









A 
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VUVAQUUAULUN ALAA 


NO ORDINARY 
SHOE LACE 
WILL DOS 


For 17 years that has been the 
creed of Schaeffer & Company. 
The will and intent to make noth- 
ing but the best silk lace has per- 
severed against the constant temp- 
tation to seize a sporadic profit by 
cheapening our product and selling 
on price alone. 


The result has been highly satisfac- 
tory. Manufacturers and mer- 
chants who take pride in their 
wares and truly serve their custom- 
ers are steady users of Schaeffer 
Laces. They know that no more 
satisfactory lace can be made, and 
that year in and year out Schaeffer 
quality will be maintained. 


Buy the Schaeffer Lace through 
your jobber. He has them or will 
get them. 


F| PEPPERS 

a }- 3. IFZIITJ3 
, 
FREER 
4 4 
49924944 
aj 

BEES F| . 
PE EE 


SCHAEFFER & COMPANY 
222 Cedar St. Reading, Pa. 
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MEN ARE 
WEARING EM | 


rats now have the complete 
acceptance of well dressed 
America Even the most 

conservative of well dressed men 

are wearing them. This fall finely tailored 
English styled spats will be as common as 
dress shoes, and you will hear your custom- 


ers say BOND STREETS when they ask 
for spats. 


BOND STREET spats are obtainable in a 


full range of sizes and in four correct and 


popular shades — pearl gray, 

dark gray, light and dark fawn. 

They are priced from $12.00 

to $33.00 per dozen and offer 
40% to 50% mark-up. 


BOND STREET spats equal 
respect the finest imported merchandise. 


in every 


They are nationally advertised, and the most 
profitable spat you can handle. Write for 
prices and samples. The Williams Manu- 
facturing Company, Portsmouth, Ohio. 


BOND STREET 


THE CORRECT ANKLEWEAR 
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Scat 


a Satisfied Customers 


When you order 
specify 


visible eyelets 


SATISFIED Customers mean repeat sales. The 
ate aed many advantages of LACING HOOKS make 


satisfied customers. LACING HOOKS are con- 
venient, comfortable, easy to lace, and allow a 


snug ankle fit. 


TUBULAR RIVET AND STUD COMPANY 
UNITED SHOE MACHiNERY CORPORATION, Selling Agents, 205 LINCOLN STREET, BOSTON 
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©1929 THE KAWNEER CO. 





To the SHOE RETAILER: The individual window with 


all display footage adjacent 
to sidewalk has unlimited 
sales power. We recommend 
it for practically any type of 
merchandise. If interested, 
write for book showing 
various designs. 


WILL THE HOLIDAY SEASON = 
FIND YOU UNPREPARED 2 | 


CHRISTMAS — bright, gayly colored lights and tinsel 


— hurrying, jostling, spending crowds — Christmcs 





A Se ada Ce 


Ben ee RAY CR RD oF UR OE Mae 


savings clubs pouring millions of dollars into the wait- 


ON OE at. 


ing cash registers of America’s merchants — but 


HERE'S a valuable 
it will be just another Christmas to the merchant book for any mer- 


chant. The coupon at- 


whose store front and holiday displays fail to reflect euihad to veus titan. 





the spirit of the season. eo ee 


Let last year’s mistake be this year’s profit. There is 
still time to install a new Kawneer front before the 


Holiday season is on in full swing. 


Kawneer 





RONZE 


STORE FRONTS 





CONSULT AN ARCHITECT THE SERVICE !1!S VALUABLE 
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The Challenge of the 
-. M.” 


KRON, OHIO.—L. D. Friedland, 
manager and salesman, shoe de- 
partment, The Hamlan Co.—‘“‘A p.m. 
will sell any shoe. The most conscien- 
tious salesman or manager will put in 
more effort toward selling a shoe with 
the ‘challenge’ of p.m. on it. I run my 
older shoes by sizes and kinds with 
similar sizes and kinds of new arrivals. 
I use small gummed stars with sur- 
prisingly good effect; different colors 
indicate different p.m. amounts. | 
stick the stars on the box labels near 
the stock numbers, and they draw the 
salesman’s eye like a magnet. It is 
a good policy to remember, and to pass 
the word on to your sales force, that 
no matter how old the shoe is to them, 
it’s new to the customer.” 
e + * 


Ten “Push” Numbers Per 


* Salesman 
VV INSTON-SALEM, N. C.—Jack 


-asman, manager of the shoe de- 
partment of the Charles Stores Co.— 
‘My regulars and extras are made thor- 
oughly acquainted with the stock and 
what numbers to push every Saturday 
morning. I give each salesperson a list 
of from five to ten ‘push’ numbers, 
a report being made to me on same 
at the end of the day. As a help in 
finding these push numbers, I pull out 
the box a little from the shelf, taking 
one shoe out and hanging it on the 
box, thus attracting the attention of 
the salesman, as well as to customer.” 


HANDS AND FEET 


WICHITA, KAN. —Something 
new in the line of souvenirs is 
being distributed in the city by 
the Henry Clothing Co. It 1s 
a package of a dozen Kraft 
paper towels. These have been 
given to all the professional 
men as well as to the store’s list 
of good customers. According 
to manager G. G. Gragg the 
men are taking to this better 
than he first anticipated. There 
are two messages on the packet, 
one reads, “For Your Hands. 
Slip this little packet of Kraft 
towels under the seat or in the 
pocket of your car. They are 

very convenient for cleaning 
car windows as well as drying 
the hands.” The other says, 
“For Your Feet. You are as- 
sured of shoe satisfaction,” and 
then a short story telling about 
the Doctor shoe carried by the 
store. 


Under Glass 


L PASO, TEX.—Louis Given of 
E Given Bros. has a feeling that 
open tables in bargain basements have 
had their day. Merchandise, and plenty 
of it, must be shown. He has found 
that long doubledeck, doublefaced glass 
showcases setting up on top of the 
tables will display the merchandise 
better and make sales easier. The shoes 
will look better and it is easier to show 
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the various prices of children’s sho 
through price tickets than it is 
they are bunched on tables. 
is less chance of goods being lost whe 
they are under glass. 


x * x 


Pointing Out the Fine 
Points 


OS ANGELES, CAL.—The Colleg 
other 
shoes carries a corrective shoe unde: 


Boot Shop which among 
their own trade-marked name, has 
very effective card that tells the windo 
shopper all about the fine points ( 
this shoe. This card is built on th 
clock dial plan, with a real shoe fas 
tened in the center. On the outer edg 
of the card are fastened nine card: 


These have arrows painted to the point: 
For convenience the 


they illustrate. 
various cards are lettered. They reaé 
“A.—Close neat fit around top. A siz 
and width for every type of foot; 
Narrow ‘Snug Fit’ as heel prevent 
slipping and rubbing; C.—Heels, solid 
leather with rubber cushion for : 
buoyant joyful step; D. — Combini1 
every detail for Happy Walking Con: 
fort; E—Steel Arch Supports, cot- 
cealing comfort, revealing smartness 
maintaining foot health; F.—\ oguish 
materials. Fine leathers only are useé 
Every new shade; G.—Soles, | 
Goodyear welt sewed. Most 
and durable; H.—Toes, ample to 
room. Smart looking and comfortable 
I.—Easy fit at ball and tread. 
on the foot as on the purse.” 


) 
1 


exible 


pliable 


§ @d> 


aad 
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How Mark-Downs Eat 
Up Profits 
ENVER, 


COLO.—Max Lackner 


was telling of his experience in 
ercharidising shoes in May’s base- 
Some very interesting 
positive 


bent. 
nd points 
rought out. To quote: “It 

n't the mark-ups, it is the 
park-downs that hurt us de- 

ttment store buyers. If a 

wer not have mark- 

wns i does not make a bit 

f difference how close he op- 

rates. Sale prices of job lot 
perchandise do not mean a 

ing if the customers cannot 

e fitted. The answer is to 

y regular merchandise at 
omotional prices.” 

When regular shoes are 

might, they are built as we 

ant them, in the sizes we or- 

r, so the selling becomes an 

asy matter. When we buy 

regular shoes, they are 

ight in the exact proportion 

f sizes that will sell in this 
epartment. When job lots 

te bought, no one knows 

that sizes will come in. 

In a stock full of jobs, a 

lesman wastes most of his 

ime looking for sizes. The 

ustomer always wants a cer- 

ain size in a certain style 

hich the salesman can sel- 

om find, because it isn’t 

here. 

Take a job at $2.00 and sell 
it for $2.95, and the buyer will 

s€ money on it, in com- 
parison to buying the style 

nd sizes wanted at $2.15 and 
selling them at $2.95. Lower 
selling costs, through having 
the sizes, a greater turnover, 
through not having a lot of 
tnsalable odds and ends and 
through a more satisfied sell- 
Ing force are some of the 
arguments for buying regular stock. 
One person can run up three times 
the book in selling straight goods than 
he can if he is vainly pawing through 
the piles on the tables. In a very short 
hile, it is hoped to boost the present 
ve stock turns to at least seven, 
hrough the increased volume of sales. 
ll of our people are on a straight 6 
per cent commission basis. Now that 
fy are getting from $75.00 to $100.00 
month regularly in bonuses through 


were 


eS 
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From the book, “The Passing Throng.” 


Compliments / 7 Ae) 
of Te 


easier selling, they are a fairly happy 
lot. 

Most department stores allow 6 per 
cent for mark-downs, but since we 
have gone on a regular merchandise 
diet, we don’t require half that amount. 

Getting any volume of men to trade 
in the basement shoe department is 
supposed to be a difficult job. One 
shoe bought four ways to retail at 
$2.95—a black and tan Blucher and a 
black and tan Blucher oxford—with 
plenty of sizes on each shoe at all 


SHOES 


By Epcar A. GuEST 


Pil tell you it’s a problem when a youngster’s 


nine years old 


To keep his feet in leather and to keep him 


heeled and soled, . 


Just about the time I fancy P’ve some money‘! 


can use 


His mother comes and tells me that he needs a 


pair of shoes. 


Now I can wear a pair of shoes for several 


months or more, 


But Bud, it seems, is working for the man who 


keeps the store; 


And the rascal seems to fancy that his duty is 


to show 


How fast a healthy, rugged boy can wreck a 


leather toe. 


But shoes are made for romping in, for climbing 


and for fun, 


For kicking bricks and empty cans, and I am 


not the one 


To make him walk sedately in the way that 


grown-ups do; 


There’s time enough for that, I say, when all 


his boyhood’s through. 


compelled to pay; 


For I rejoice that it’s my lot when mother breaks 


the news, 


To have a healthy, roguish boy who’s always 


needing shoes. 


Reprinted by Permission of Mr. Guest's publishers, 
The Reilly & Lee Co., Chicago. 

* Holmes’ 
for 
e000 
LOTH 
WICHITA, KANSAS 


times, has proven to be the sweetest 
thing in the world in bringing men 
into this department. 


+ + * 


Two Types of Women 


ICHITA, KAN.—“We are find- 
ing two distinct types of women 
customers in our store,’ said E. EF. 
Turner of Head’s, “those who are 
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Rugby Shoes 
ough’ and 
Healthy Boys 


looking for quality, and those shop 
ping with a combined style and price 
object. So, in the six-dollar grades 
we play them hard, fast and close. The 
volume here helps pay the overhead 
We never spend a nickel advertising 
novelty figure 
that not one girl in a hundred, 
who wears shoes of this char 
acter, ever reads a newspaper 
They are primarily window 
shoppers, and their style in- 
formation word-of 
mouth. Just put a good hot 
number in the window, and if 
it clicks, a case a day will go 
out. All of our advertising 
money is the 
servative woman, who 
time to the 
wears the better grade shoes 
and appreciates good service. 
When the fast styles have 
been advertised, it has been 
very seldom that a mail order 
has come in, or even a men- 
tion made of the ad. at all, 
but we always get plenty of 
response when the better 
grades of shoes are featured.” 


shoes, as we 


comes 


spent on con- 


has 
who 


read, one 


* * * 





Going After the 
Customer 


ICHITA, KAN.—Con 
siderable extra _busi- 
ness picked up in_ the 
Arnold Glove Grip Shop, 
through making personal calls 
around town. “We pass up 
lots of business that is right 
under our very nose,” said 
Manager W. L. Curry. “If 
the automobile salesmen sat in 
their offices waiting for busi- 
ness, how much would they 
get? I have been buying gas 
regularly for years at one of 
the Standard stations. It never 
occurred to me, until a couple 
of months ago, that the young man 
attendant there might be a_ pos- 
sible customer. I set him down as 
one not caring to pay $12.00 
so for shoes. After casually men- 
tioning my business, he surprised me 
by buying a pair the next day. Since 
that time he has sent five other good 
customers to me,” 
Mr. Curry believes in service to the 
customer as one way of building busi 
ness. 


So let him wretk them, heels and toes, and 


sf ff their soles away, 
Pll nw f begrudge the bill for shoes that I’m 


is 


or 


tell your_customers — ; 
Now You Can Always Have Spotless Spats 


More 


men are wearing spats because of the low shoe 


bn stores are the natural spat sellers. 


This Falls | 
Spat Success’ 


vogue. In the past the 
principal resistance to 
spats was the case with 
which they soil. Then 
there was the expense and 
trouble of frequent cleanings. 





We have devised and now control 
a special spat cloth readily cleaned 








Sparton Spats 
Tans—Grays 
$18.00 per Dozen 











in just a few minutes by rubbing the spat with a damp cloth. 


me 


Specialists 


for 
19 Years 


CHAS. F. CLARK, Inc. 


1403-1411 W. Congress St. 


Chicago 
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ATTRACTIVE BUCKLE 
ADDS SMARTNESS 
TO AN 
ATTRACTIVE SHOE 


BUCKLES and ORNAMENTS 
for 
LADIES’ FOOTWEAR 
IN ALL SHAPES 

FINISHES 
and 

DESIGNS 

Manufactured by 


BRIER MFG. CO. 
PROVIDENCE, R. I. 
i escnsncmesienemmaemionsiionnneniia aaa 








Bonni 








Imported English 
Aviator Boots 


oy ye ‘ 
. 


In Stock = a 

» 

As. 

Perfect fit and graceful “| 
lines are the characteristic 
features of these superior 


quality aviator boots. 


B81—17 inches high, fin- 
est quality, tan willow calf, 
full calf lined. Also in 
black. 


Also in stock, Riding, Field 
and Jodhpur boots, and all 


riding accessories. 


Imported 
English 
Spats 


COLT-CROMWELL CO., INC. 
1239 BROADWAY NEW YORK C! 
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WE PICKED ’EM RIGHT! 


In our last advertisement we told the 
merchants “what was selling”. Their 
response has been so gratifying we 
believe they appreciate that we 
know how to pick ’em right. 
Luettte: 


Ishb«': Bro. ooze, ° 
Giban A tO C..essecrne s+ 8800 In this age of specialization Bik. come, kid ‘vim, Spike andes 


All ov Blk. liz., Cuban, A-B-( 


oe "is, tim. eres a our experience in women’s 
a” novelty footwear is worthy 
of your attention. We can 
pick ’em right for you 
if you give us the 
chance. 


Yours truly, 
GEO. M. ROSEN. 


Regent: 
° Blk. pat., Spike and Baby 
Bonate: Louis, AA-C 


Mussliners Bro. liz., Spike and Blk. 
B, C 83 Louis, 4 


Cuban, A, B, ’ a 
Mussliners Bro. liz., kid qtr., _ 5 _ ee, and 
Spike and Cuban ........ sees a 3.60 a one J Sid, Sigtte cap, AAC.. & 
Blk. ooze vp., kid qtr., Srike : Blue kid, Spike only, A-C..... & 
testa ; rs, Bik. liz., vamp, kid qtr., Spike 
Bro. ooze, vp., kid qtr., Spike it! - CMRP, AD coccccccccccccssce 
i Se 3. Bro. liz., vamp, kid qtr., Spike 
Gun metal, pat. vp., kid qtr., ‘ - MAD nonce sogeeestauses 3.60 
Spike and Cuban 3 Blk. ooze, Spike only, A-C.... 3.60 
ee Bro. ooze, Spike only, A-C.... 3.60 
White brocade sat., Spike only, 
BAD <invedesheconwasesesnes Ge 


Belle: 
Pat. lea., gun met. pat. trim., 
Spike and Cuban, A-B-C, ........ $3.60 ‘ Betty: 


Bro, kid, liz. = spi . , 
Cuban, A-B-C. Blk. ooze, Spike and Cuban, A-B-C, $3.60 


Bro. ooze, liz. ; 1 DLIAKITC Bro. lizard, Spike and Cuban, A- 
Cuban, A-B-C, ; ’ ’- MERCHANTS! Reyne sexier dibrerpedineg 
Blk. ooze, liz, s : ' . - calf, Spike and Cuban, A- 
Cuban, A-B-( _ a 7 y : SHOE CO: ws Dy $48800500008s0ssee0enesees 3.60 


E55} 


MERCHANTS SHOE COMPANY 


57 Lincoln Street, Boston, Mass. 
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A showing of rubbers on 
one of the modernistic, 
sig-saggy fixtures. Any 





a 














one of a number of other 











fixture types could be 
used 


HY WOT SELL RUBBERS 
WHEN THE JUN SHINES? 


GREAT many retail shoe merchants have reaped 

a considerable harvest by pasting a sign read- 

ing “Rubbers” on the front of their display 
windows on rainy days. Some of them have gone even 
further and have shown rubber footwear in the window. 

But an even greater harvest is in store for the mer- 
chant who has the courage to display rubbers, and even 
overshoes, during the warm days of October when there 
isn’t a cloud in the sky and when winter seems as 
remote as Christmas. 

“Will you please tell me,” said a hardware merchant 
recently, “why everyone in the shoe industry goes on 
the assumption that no one—male or female—can be 
persuaded to buy a pair of rubbers until after the need 
for them has been developed ? 

“T notice that department stores do not wait until 
school actually has opened to display school clothing ; 
and I recall that, last August, a large number of stores 
were doing a healthy business in women’s fur coats. 
Even in shoe I am 
tomed to seeing displays of spring 


stores, accus- 
footwear at least two weeks before 
spring has arrived and, sometimes, 
when snow is still on the ground. 
I would be completely out of luck 
in my business, for instance, if I 
neglected to show and advertise my 
builder’s hardware until after the be- 


of actual need, the merchant not only has crvated 
profitable sales at regular prices, but has added to his 
volume in pair sales at a time of year when retail |usi 
ness is apt to be light. He has sold a pair of rubbe 
to one of his regular woman customers, let us 
which he might not have sold her at all if sh 
been allowed to wait until the first cold rain, as 
she would hastily have entered the first store sh: 
after getting caught in the downpour. The sam 
true of men, and both apply to overshoes as we! 
to rubbers. 

To this extent, therefore, every sale of rubbe: 
overshoes made before the weather actually force: 
business, is extra pairage. 

If it is argued that window space is too valua!)! 
make such displays at the time of year under + 
sion, the answer is, first, that it isn’t too valua 
by so doing, the merchant can get in ahead of tli 
of cut price sales which always develop with t! 

touch of winter; and second 
only a very small fraction of 
dow need to be devoted to 
display and that it can be mad 
attractive enough so that it 
interfere unduly with the dis 
shoes, hosiery, etc., in the res 
window. 

A window trimmer of |: 


ginning of the building season.” 
Let’s figure it out on this basis: 
If people can be persuaded to buy 

their protective footwear in advance 


Ducks sawed out of wood and 
painted a bright color or in two 
colors could be utilized as a fixture 
for the display of rubbers in the 
center foreground or in one of the 
front corners of the window 
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perience has suggested th 
shown on this page and t' 
facing. They are simple to 
moderate cost. 
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In the above trim it is suggested that miniature umbrellas 

be used, of plain color and fabric so that the lettering 

“RUBBERS” can be painted on. The coloring of the 

umbrellas should not be so vivid as to kill the display of 

shoes in the center. It is designed merely to remind people 

that wet weather is coming and that preparedness is 
sensible 





















































A pair of men’s shocs 


”) Wali with rubber on on 
v . y only to attract atten 
‘~\ Wo : Za AGP tion 
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Dig up some of your old box-type fixtures if this appeals to 
you. A small table could be substituted or a metal display fix- 
ture considerably higher than the ones used for the shoes 


Either an _ umbrella Or a pan of water 
shape cut out of card- with the toes of the 
board or a real um- rubbers immersed and 

brella an appropriate sign 
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Gold inten on dindadeeaees pumpkin 
(From our October Service) 
YOUR SWEETEST PROFIT PERIOD-4 \ 
Bunk well written—on show cards—is the only advertising done by some very suc- Ma 
cessful shoe stores, and the class of stores referred to seldom make use of news- ie 
paper advertising, for they know the value of consumer-advertising done through goo: 
the show window, the most effective point of contact with the window-shopper. REC 
Show cards give the clinching argument for many a sale. = 
The annual card services include:-— 
Modernistic card holders, gold with black trim (3-color interchangeable show card monthly servic 
festoon base between frame and plateau) enhance the ] 4 all sales messages different, each mont 
g beauty of your window cards—harmonize with the finest cards of different designs and colors. 
| of window display fixtures 
Annual Card Service is exclusive for one merchant i 
Printed Price Tickets post — size town, suburb or metropolitan shoppin 
Either of the tickets illustrated below will —lIt is the most valuable of window card franchises to ov 
. : for your town, suburb or metropolitan shopping center. 
be supplied free to annual card service 
ees - = po _ mk tickets eac coast now use it for pulling window-shoppers into th 
month in the quantity indicated in the __ stores. 
description of each monthly card service. Ask us if your town is or may be open. 
3-Color Printed Price Tickets 
Attractive All Regular and Clearance Sale. 
Hand-Lettered Any prices wanted 25c to $22.50—Green Border 
S a) Price Ticket Any prices wanted 85c to $14.00—Orange Border 
Actual size, blue and cat $1 1h 
‘ / reddish brown design, 6-doz. odd lot assortment §1.! 
_ | black figures—80 dif- 
J ferent prices. 12 doz.—$2.00 
69c to $17.50 24 den $3.50 
25c per dozen 12 each of 6 prices 85c. I 
a 
/ an 6 doz.— $1.25 12 doz.—$1.° ) a 
LEON Big 12 doz.— $2.25 || \ (iipauaeeettags 24 doz.—$2.°0 | 
: 24 doz.—$4.00 aie dies Sen Black 1 doz. of one pri ¢ 1% 
Check With Order, Figures 
Please (Actual Size) Cash or stamps wi 1 orde. 
Several other varieties of hand-lettered price tickets carried in-stock. Sample on request 
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(From ‘our AUGUST service) 
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| Service You Wish— 
Wo Wrigley, of chewing gum fame, says in the American Magazine, “Bunk Then Mail Coupon 
is ormless flapdoodle to keep people interested—so you can tell your story . sean 
abot your merchandise. Lies? No. And the bunk artist must deliver the Service 8 cards (7”xI1”) 4 Card 
% No. 1 Holders. 100 Blank Price 
goons. oe Tickets, or 72 Printed Price 
RECORDER WINDOW CARDS put truth into your consumer advertising, ae ony prices wanted, of either de- 
done from your windows. They reflect your personality, and your merchan- a” 54.00 “monthly ($48.00 he pene 
dise, your store service—not somebody’s else! iil nie 
= Service 12. cards (7”x11”) 4 Card 
No. 1-B Holders. 100 Blank Price 
NOW READY Tickets, or 72 Printed Price 
Tickets, any prices wanted, of either de- 
NOVEMBER CARDS sign illustrated below. 
r servid $5.00 monthly ($60.00 the year) 
(4 colors) (7 x 11 inches 
mont , JUNIOR © cards, 2 Card Holders. 
rs. | Servi 50 Blank Price Tickets, or 
rvice 36 Printed Price Tickets, any 
SINGLE SHOW pales wanted, of either design illustrated 
elow. 
chant { CARDS $3.00 monthly ($36.00 the year) 
sho in 
OPP Printed Price Tickers 
EACH of twenty-eight most popular retail prices may be had 
=— ~“ sams — service - Dince Of .te — 
{ ent OF t 
s ton Check With Order, SC eee ON gaaitionat, 
center. Please | 
a Select any subject below by number | Mail the Coupon 
it ‘ : — 
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521—Ladies’ genuine “Vici” D’Orsay, 
“Suntan” moire lining, smooth 
folded inner, moulded counter, 
steel shank, 12/8 covered heel. 
leather toplift, padded grain kid 
sole to match. 


In Stock: Red, Blue, 
Green, Purple, Black, 
Patent and Golden 
Brown, $2.00. 


Vanity Fair 
No. 521 


LTHOUGH Vanity § Fair 

and Berkeley quality 
slippers offer to progressive 
merchants a _ tremendous 
extra profit opportunity 
throughout the entire year, 
these numbers are especially 
profitable during the holiday : al 
season. - Vanity Fair 


RDER direct from this No. 801 


Berkeley = ad. You can always de- | 
d G wal FF y S0O1—Ladies’ fine satin D’Orsay, pastel 
No 1521 | pend upon Genera ootwear satin lining, smooth folded inne 
. | Corporation for your com- ported colored rhinestone ornament, | 
— -_ grain kid sole, moulded counter 
- , . ‘ plete requirements out of shank, 6/8 wood covered heel, leath« 
1521—Kid opera with full grain kid sole to stock. lift. 
match, Sun Tan Moire lining, Pvt 
padded balloon sole 05 In Stock: Black with peach satin £ 
In Stock: Brown, Red, Blue, Green, E boast of a stock service and black witH Nile satin lining. . .®2.00 


and Purple that is 100% complete. 


GENERAL FOOTWEAR CORPN. 
Manufacturers of ERK FLEE Quality Slippers for Men and 


. 


Vanity, Zaic Quality Slippers for Women and Children 
476 BROADWAY NEW YORK 


Distributed by M. J. Saks Shoe Corp., 144 Duane St., New York 
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SHOE SALESMAN 


F. HOOLEY, of the Hooley Shoe 
* Co., has completed an early fall 
through the West. 


GAR BURDETT, of the Burdett 
Shoe Co., is making his regular fall 
mong the big cities of the West. 
Burdett of the same firm started 
Oct. 1 for the South and the 
iwest. 


G. WALLACE, previously with 
the E. J. Ramsey Co., New York 
in Georgia and Florida territory, 
travels that territory for The 
line-Mayer Shoe Co., Milwaukee. 


UL SOLOMON, who has sold 
otwear for Central Shoe Com- 

is now representing the Lexing- 
shoe Company of Haverhill, Mass., 
g the entire factory output. 


P 


pal 
ton 
sell 


W A. AIRIS, who travels Southern 
* Iowa and Illinois for The Irv- 
ing Drew Co., Portsmouth, Ohio, found 
it necessary to undergo a surgical op- 
eration at his home in Rockford, Ill. 
The latest news from him is that he is 
getting along nicely and from the pres- 
ent outlook expects to be back on his 
territory around the middle of October. 


[NDER the direction of G. J. La 
Montague of the Ault-Shackford 
Shoe Company, the new fall line of 
Ann Elise welts, fashion welts, sport 
welts, and Kollege Kicks were ex- 
hibited at the annual State convention 
of the New York Shoe Retailers’ Asso- 
ciation at the Hotel Onondaga, in Syra- 
cuse, Sept. 8, 9 and 10. 


ARL STANDISH, Pacific coast 

salesman for the F. A. Kuhnert Shoe 
Corporation, Rochester, N. Y., will ex- 
pand his activities to include Oklahoma 
and Texas hereafter, it was announced 
here last week by Leslie A. Kuhnert, 
vice-president of the corporation. Mr. 
Standish’s widened itinerary was 
mapped to care for the expanding 
Kuhnert trade directly east of the 
Rocky Mountains.—(UTPS) 


HE Walk-Over Shoe Salesmen’s 

Association, composed of traveling 
men of the Geo. E. Keith Company, 
has arranged with the trustees of the 
new World Memorial building under 
construction here to place a memorial 
mantel in the building in memory of 
Willard H. Hasey, a former member of 
the association, who was killed in ac- 
tion in France. 

Shortly after war was declared 
Hasey enlisted and was among the first 
of the U. S. volunteers to go into ac- 
tion. In May, 1918, he was wounded 
on the Picardy front in Cantigny and 
later was cited for bravery, recom- 
mended for a French war cross and a 
captaincy. When he returned to the 
front in July he was killed in action in 
his first engagement near Soissons. 


Boor AnD SHOR RECORDER 
combining THp SHOE RETAILER, Oct. 12, 1929 


OL. A. L. MERCER, president of 

the Vulcan Corporation, has an- 
nounced the appointment of E. R. 
Gordon of Rochester, N. Y., as the new 
representative of the Johnson City last 
factory of the corporation. 

Mr. Gordon will travel the states of 
New York and Pennsylvania, southern 
New Jersey and Maryland. He will 
continue to make his home in Rochester 
for the time being. 

Mr. Gordon is especially well ac- 
quainted in the last business, as he was 
formerly associated with The Dayton 
Last Company, then with The Empire 
Last Company and more recently with 
The Schelter Last Company. 


i A. BARNETT, 

* representing 
the Helmholz 
Shoe Mfg. Co. 
in Tennessee and 
Kentucky, has long 
been associated in 
the minds of shoe 
buyers with better 
grade children’s 
shoes because of 
his long connection 
with the Rice & 
Hutchins Co. 

Mr. Barnett N. 
lives on his terri- 
tory, making his home at Hopkinsville, 
Ky., where two fine junior Barnetts call 
him “Daddy”’—one of whom will par- 
ticipate in the fall’s football activities. 


A. Barnett 


OHN CASSELL, for the past two 

years on the sales staff of Rich Shoe 
Co., Milwaukee, will represent the 
Watertown Shoe Co., Watertown, Wis., 
makers of women’s novelty McKays, in 
Indiana, Iowa, Kentucky, Missouri and 
Illinois, outside Chicago. 

With a determination to familiarize 
himself with shoe construction, Mr. 
Cassell devoted two years to studying 
the manufacturing processes in shoe 
production, thus fortifying himself as 
firmly on the making end as his likable 
disposition “sells” him to his contacts 
over his territory. 





N.S. T. A. Insurance Plan 


in Force Three Years 


October 1 marked the beginning 
of the third year of the N.S. 
T. A.’s group insurance plan with 
every indication that many more 
policies will be written during the 
coming year, due in a large meas- 
ure to the satisfactory manner in 
which the death benefit claims 
have been settled. There have 
been no protests or delays to com- 
plicate settlement to the benefi- 
ciaries by the insurance company, 
and many favorable comments 
have been made on the manner in 
which the claims have been han- 
dled. 

















AUGUSTA. 
GEORGIA 











Augusta, Ga., Is a “Right 
Smart”? Town 


UGUSTA, GA., is a lively resort city 
4 A4with its downtown retail stores all 
jocated on Broad St. They include 17 
shoe stores. To understand the mer- 
chandising situation which exists in 
this city, it must be remembered that 
its trading population of 60,000 include 
about 40,000 people who buy few shoes 
and those of lower grade. This leaves 
about 20,000 people in the city, plus ap- 
proximately 18,000 in the suburbs, to 
absorb the better grade footwear. 

The 17 Broad St. shoe stores do about 
$1,045,000 a year. In addition to this 
there are some 42 suburban outlets 
doing $250,000. Figuring the total 
population at 78,000, this makes a per 
capita consumption of $16.61 worth of 
shoes per year. 

Undoubtedly the regular influx of a 
large number of well-to-do tourists has 
much to do with the surprisingly large 
consumption of high grade shoes in this 
Southern city. The BooT AND SHOE RE- 
CORDER is another factor in the sale 
of more and better shoes. In the 17 
shoe outlets downtown, approximately 
96 per cent of the business transacted 
is done in stores which are subscribers 
to and readers of, the new Boot AND 
SHOE RECORDER. 


HE reorganization of the Michigan 

travelers recently follows an attempt 
made by several salesmen covering this 
territory a year ago, which at that 
time was not carried through. This 
move on the part of salesmen covering 
the Michigan territory is looked upon as 
a favorable sign by the retailers of th 
State, who reorganized the Michigan 
Retail Shoe Dealers Association las 
year. re 

OR the third time in the three years 

it has been incorporated, the Field 
Bros. Shoe Co. of East Bridgewater 
has increased its capital stock $25,000, 
all of which has been taken up by 
members of the firm. The firm now is 
capitalized in the sum of $150,000. 

Along with the increase, the company 
announces completion of plans to add 
a complete in-stock department to be 
in charge of Doland Forbush and un- 
der the supervision of Sales Manager 
Paul Mitchell. A big Dapper Dan ad 
vertising campaign also is under way. 

The company now has the following 
salesmen in their territories: New 
England, George and Louis Timson; 
New York State, Leslie Hunt; Penn- 
sylvania, L. B. Caldwell; Middle West, 
J. B. Harper and Harry Leighton; 
West Coast and Hawaii, A. N. Ander- 
son, E. D. George and Harry Van 
Order; South, A. S. MacDougal. 











The Perfected Shoes 


for Infants 


E ARE PREPARED to show Buyers our 
samples of highly-styled, delightful and 
wonderfully flexible ELAM-COMPO Pumps, 
Oxfords and Boots for Infants. 
MANY NEW 1930 SPRING STYLES TO 
ORDER IN ALL FASHIONABLE 
MATERIALS AND LEATHERS 


New Lasts! New Patterns! New Styles! 


SEND FOR SAMPLES 


The DISCARDED Way 





Old processes had 
lumpy soles with 
tacks and_ thread 
under the tread, 
rocky and _ stiff 
soles and wrinkled 
linings. 


IMPROVED Way 





Compo-Elam Pro- 
cess does away with 
tacks, thread and 
lumpy soles, giv- 
ing an even, 
smooth sole, light 
and flexible for 
baby’s comfort. 


Made in an Endless Variety of 
Beautiful Styles. 


F.S. ELAM SHOE CoO. 


Manufacturers 


Rochester New York 
Boston Sales Rooms: 532 Statler Bldg., Boston, Mass. 




















“Does your 
Customer Regard 


you as an expert?” — 
The Cavalier | 


F you value your customer’s 

opinion of you don’t recom- 
mend a polish that can be dupli- 
cated at the grocery or drug store, 
—probably at cut price—thus 
undermining your prestige. 


CAVALIER POLISHES are 
expertly blended for the expert 
shoe merchant,—there is a dress- 
ing especially suited for every 
leather and shoe fabric and you 
can recommend them with whole- 
hearted confidence that they will 
fully satisfy your customer—and 
furthermore that they are only 
sold through shoe merchants. 


Send for our booklet: “The 
Service behind the Shoe Mer- 


chant”—t contains ideas that 
will be helpful to you in build- 
ing confidence and profits. 


THE 


CAVALIER CORPORATION 
J. V. Lobell, Pres. 
Baltimore, Md. 
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_ many friends of Harry Lynch, 
special representative of the 
Hoague Sprague Co., will te glad to 
jearn that he has completely recovered 
from his recent illness which confined 
him at the Mercy Hospital at Johns- 
town, Pa., for a couple of weeks. Mr. 
Lynch was stricken suddenly ill while 
on tue road, but has renewed his trip 
throigh Pennsylvania and Ohio. He 
has or years been a factor in the pro- 
motion of the Boston Shoe Travelers 
Assc‘iation and other organizations 
affli..ted with the N.S.T.A. 


HE Riley Shoe 

Manufacturing 
Company of Col- 
umbus, Ohio, an- 
nounces the recent 
appointment of 
Harry B. Lipstine 
as its representa- 
tive for the south- 
ern States. Mr. 
Lipstine has been 
in the shoe busi- 
ness for over twen- 
ty years during 
which period he 
representated Utz 
& Dunn for fifteen years, and until re- 
cently represented the Sam B. Wolf 
Company. 

Mr. Lipstine is now in his territory 
with a complete line of Compo Process, 
Metatarsal Relief and In-Style Welts 
and McKays. 


Har B. Lipstine 


ENRY P. McNULTY, for many 

years New England representative 
of the A. G. Walton Shoe Co., is once 
again in his old territory for the Jos- 
eph I. Melanson Shoe Co. of North 
Adams, Mass. 

Mr. McNulty, well-known through- 
out the trade in Massachusetts, Maine, 
New Hampshire, Vermont and Rhode 
Island, is renewing the many contacts 
he has enjoyed in this territory for 
years. 


ALESMEN of the Geo. E. Keith Co. 

who sell Walk-Over Shoes are on 
their way to their territories for the 
late season canvasses after a success- 
ful sales conference here during which 
president Harold C. Keith challenged 
that “they were going out to a wonder- 
fully prosperous country” and urged 
them to continue the heavy increase in 
sales the company had made thus far 
this year. 

Mr. Keith explained that while the 
men’s shoe business throughout the 
country had increased about two and 
a half per cent in the last seven months, 
the Walk-Over gain had been much 
higher than this amount. He pointed 
to the steady operation of the Walk- 
Over shops and predicted the total 
sales of men’s shoes this year would 
set a new record. 

Present at the conference were Earl 
D, Alexander, owner of a Walk-Over 
store in Shanghai, China; Myron L. 
Keith, vice-president, recently return- 
ed from a globe-trotting tour, and C. 
P. Hanly and H. M. Montgomery, rep- 
resenting the new agency which will 
handle Walk-Over advertising. 

Salesmen present at the meetings 
were: I. F, Briggs, Mose Smith, C. A. 
Benjamin, H. R. Churbuck, F. R. Wall, 
L. W. Randall, S. W. Smith, C. N. 
Alexander, O. R. Smith, W. D. Pitcher, 
H. E. Mackinnon, M. H. Pingree, E. 
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A Wisconsin Quartette 











Left to right: Walter Karzke, 
Kozy-Komfort Shoe Mfg. Co.; 
Henry D. Kuehn, president, and 
Chris W. Johnson, secretary, Wis- 
consin Shoe Travelers; L. P. 
Brandenberg, Adams Shoe Co.—- 
all of Milwaukee. The picture 
was snapped at one of the outings 
of the Wisconsin travelers 








W. Baker, H. A. Holzer, C. H. Keith, 
Harry McClelland, E. E. Smith, Dean 
B. Stover and H. H. Hough. 
Salesmen now on the coast including 
E. F. Callahan, at present in Texas, 
and Douglas MacRobbie, far western 
representative, were absentees. 


IN STOCK 


666 Black Calf Double Sole 
10 Black Calf Doulle Sole, 
11 Double Sole, Long Ctr., 


No Better Police 
Shoes At any Price 


P. BRANDENBERG, of Milwau- 

* kee, has been able to leave the 
hospital following a long and painful 
siege as the result of injuries sustained 
last June in Kenosha when his aute- 
mobile was struck and wrecked in a 
motor collision. His physicians predict 
that several months will be necessary 
before he recovers his former fine phy- 
sical condition. 

Mr. Brandenberg is well known to 
the trade on the east shore of Wiscon- 
sin, which territory he covers for The 
Adams Shoe Co., Milwaukee. He is 
shown in the accompanying illustration 
with three other live members of The 
Wisconsin Shoe Travelers Association. 


F Ngee ag age ag he was made this 
week by the Hurley Shoe Co. of 
Rockland, Mass., of the appointment of 
Henry S. Bosworth, for many years a 
factor in the A. E. Nettleton sales or- 
ganization, who has recently taken 
over the territory northwest of Chicago 
including a number of the southern 
states for the well known Bay State 
firm. 


HE Ault-Williamson Shoe Company, 

Auburn, Me., manufacturers of wo- 
men’s turn shoes, and the Ault-Shack- 
ford Shoe Company, of Auburn, Me., 
manufacturers of women’s welt shoes, 
have opened a New York City office in 
the Marbridge Building, 1328 Broad- 
way, corner of Thirty-fourth Street; 
telephone Wisconsin 3775. 

This office will be the New York 
headquarters of Joseph S. A. Eames, 
representing the Ault-Williamson Shoe 
Company, and Frank H. Brown, repre- 
senting the Ault-Shackford Shoe Com- 
pany. 


‘T= popularity of fall suedes netted 
a decided gain in the September sale 
of shoes at the Fontius store in Denver, 
a condition contrary to business in gen- 
eral, according to Murry C. French, 
manager of the store. 

In this unusual September sale 
blacks and browns took the major leads 
with blues running almost staple. Mr. 
French further stated that a consider- 
able demand for green had been made 


as well. 
|: Musebeck . | 


i) 








oh -Arch 
Wear Straight 
hoes 





Write for Catalog 


MUSEBECK SHOE COMPANY 


Danville, Illinois. 





IN STOCK —Newest 


“TAMEA” 
Special Process 


B-28S2—Genuine Black Small 

Grain Lizard $7.50 

B-280— Genuine Rajah 
Lizard 7.5 


“CAPITAN” 
Special Process 
B-262—Genuine Brown Smal! 
Grain Lizard with Brown Kid 
Quarter 
B-261—Genuine Black 
Grain Lizard with Mat 
86.56 


“TRIFLE” 
Special Process 
B-27 S—inewe Suede with 
Kid Trim and 
Tabs on Quarter 
B-274—Black Suede with 
Leather Trim and Black 
Tabs on Quarter 


“CLARE” 

22/8 Heel 
Spectal Process 
B-273Brown Velvet 


B-574—Black Calf 
Weight) 
B-57. Patent Leather 
B-224—White Satin 


Terms, Net 30 Days. 
Twenty-five cents ad- 
ditional for orders of 
less than three pairs. 


“PARTHY” 

Special Process 
B-324—Brown Suede and Gen- 
uine Brown Watersnake to match 
$6.25 
B-325—Black Suede and Gennine 
Black Lizard CO 


“INDRA” 
Special Process 
B-225—Genuine Brown Lizard 
with Brown Kid Quarter. .86.25 
B-164—Genuine Black Lizard 
with Mat Kid Quarter....$6.25 
B-133—Genuine Neisan Tau 
Lizard with Kid to 
Match $6.35 
B-132—Genulne Blue 


with Blue Kid Qnarter...86.35 


“FLING” 
Spectal Process 
B-228—Brown Suede with Brown 
Lizard Trim $5.10 
B-233—Black Suede with Black 
Tri 85.0 


“TAMEA” 

Special Procexs 
B-276—Mat Kid with Black Shark 
aan Straps he t1) 
B-278—Brown Kid with Brown 
Scorpion Calf Straps 5.25 

B-301—Patent a with Black 
Shark Calf Stra &. 
B-329—Dark Blue Kid, 
Lizard Strap 


“BERNICIA” 

Spectal Process 
B-323—Black Kid with Nickel 
and Jet Buckle $5.00 
B-349—Brown Kid with Gold 
and Brown Buckle 5.25 


“HELMA” 
Special Process 
B-263—Genuine Black Smal! 
Grain Lizard 87.00 
B-326—Genuine Rajah 
Lizard 87.00 


“MONTE” 
Special Process 
B-302—Dull Black Kid. 


. 85.10 
B-305—Brown Kid 5.25 


“REGENT” 
19/8 Heel 
Special Process 


4.35 
B-176—Black Calf (Light 
Weight) 
B-175—Patent Leather 
B-286—Brown Kid 
B-170—Imported Wh. 
suitable for 


Crepe Silk, 
tinting any color 


$5.00 
B-171—Imported Bl. Silk Crepe 


85 


THE MENIHAN COMPANY 


In-Stock Department 


ROCHESTER, N. Y., U. S. A. 


Makers of Menihan Arch-Aid Shoes 


Fall 


Styles 


“TAMEA” 
Special Process 
= 77 Calcutta 


B-292—Brown Calcutta 
Calf. 15/8 Cuban Heel.. 


“VERDELLE” 
Special Process 
-320—Ge enuine Black Liza: 
.~ Kid Quarter. niecaie 
B-322—Genuine Brown 
Lizard with Brown Kid 


“TAMEA” 

Spectal Process 
B-294—Dull Black Kid with Black 
Shark Calf Straps 84.85 

B-300—Brown Kid with Erow 
Scorpion Calf Straps..... 5.10 
B-293—Patent Leather with Black 
Shark Calf Straps 4.75 


“VIRADO” 

Special Process 
B-125—Mat Kid 
B-12S—Blue Kid 
B-310—Brown Kid 
B-330—Brown Suede ... 
B-332—Black Suede .... 


Boot AND SHOE RECORDER 
combining THE SHoOs® RETAILER, Oct. |! 





Cool 


CIN: 
last W 
stimul 
Brown 
cool v 
Merch 
featur 
thing 
faith i 
are be: 
leader: 
shops 
the do 
or any 


© is the 


ingly 
much | 
Gree 
is pre¢ 
about 
start 1 
listed 
The 
resent 
popula 
ever, i 
used 
other | 


Maro 


INDI 
regula 
of the 
fit As: 
night, 
store, 
ceded 
oped 
tickets 
Equal 
Ticket 
dates 
away 
of the 
called 
well o 
ended. 

L. ] 
Karl ( 
Payne 
son, ti 
as fol! 
mers, 
man Y 
son Py 


Boor A 
combin 





bh Black 
. 84.85 
Brown 


bh Black 
. 4.76 


— 







NATI' 









s Ls 2» 

ni Pe * 
~*~ _ 
ie a NS ula 
p Me ip ey. Z 


edie i 









INAL NEWS 








SATURDAY, OCTOBER 12, 1929 





=—— 


Veather Speeds Sales of 


Cool 


Brown Footwear 





CINC'‘NNATI—Snappy weather’ the 
last wo’k of September was an added 
stimulant for the retail shoe business. 
Brown \as been good all along and the 
cool weather is pushing it sky-high. 
i Merchants in this section have been 
featuri: : brown ahead of almost every- 


thing and it now appears that their 


faith is to be vindicated. Other colors 
are beine spoken of in some quarters as 
leaders or near-leaders but taking the 
shops of this city as a whole, brown is | 


the dominating color. 
or any other material is being sold if it 


S is the desired shade of brown, as seem- 
fingly the material does not have as 
' much to do with a sale as has the color. 


Green is recognized as good but it 
is predicted that cold weather will just 
about kill it. Blue did not get a good 
start until late September but is now 
listed as a first-rate seller. 

The reptile family is fairly well rep- 
resented by lizard, snake being less 
popular than a year ago. Snake, how- 


Sever, is in pretty good demand when 


used for trimming purposes or with 
other leathers. 


Marott Employees Association | 


Elects Officers 


INDIANAPOLIS, IND. (UTPS)—The 
regular meeting and election of officers 
of the Marott Employees Mutual Bene- 
fit Association was held on Wednesday 
night, October 2, at the company’s 
store. The usual business meeting pre- 
ceded the annual election, which devel- 
oped into a hectic time. The three 
tickets, namely, The Producers Ticket, 
Equal Rights Ticket and Flying Fools 
Ticket, worked hard to put their candi- 
dates over, but Flying Fools walked 
away with the honors and elected six 
of their candidates. The meeting was 
called to order at 7 p.m. and it was 
well on to midnight when the election 
ended. 

L. H. Noble was elected president, 
Karl Ocheltree, vice president, Robert 
Payne, secretary, and George I. Thomp- 
son, treasurer. Directors elected were 
as follows: Ruth Divine, Harry Sum- 
mers, Fred Orman, Fred Hahn, Her- 
man Young, Arthur Broughand, Emer- 
son Price. 
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Suede, kid, calf | 






EVERY WEEK 


Discuss Plans for Convention 


President Geuting and Other N. S. R. A. Officers Attend 
Meeting in St. Louis and Hear Reports 


St. Louis, Mo.— 
The National Shoe 
Retailers Associa- 
tion 1930 Conven- 
tion Committee 
met in St. Louis 
September 25 and 
26 with President 
A. H. Geuting and 
Manager James H. 
Stone present. 
Arthur E. Ebbs, 
chairman of _ the 
1930 Convention 
Committee, and 
Charles E. 
liams presented the program and plans 
for the operation of the convention next 
January 6 to 9. 

Manager Stone declared that never 
before at any previous period preced- 
ing the convention has there been 





4. H. 


Geuting 


Wil- | 


such an enthusiastic response on the | 


part of shoe manufacturers desiring 
space in hotels to exhibit their spring 





August Production Gains 


Washington, D. C.—Shoe pro- 
duction in the United States show- 
ed a marked increase again in 
August, total production in the 
factories reporting to the De- 
partment of Commerce amonnt- 
ing to 36,295,389 pairs as com- 
pared with 34,974,115 in August, 
1928, and 35,060,530 in August, 
1927. The July, 1929, total was 
30,222,645 pairs. 


Men’s shoes increased .from 
9,215,987 in August, 1928, to 
9,515,811 in the corresponding 


month this year. Women’s shoe 
production amounted to 14,086,914 
in August, 1929, as compared with 
13,128,974 in the same month of 
1928. Boys’ and youths’, misses’ 
and children’s and infants’ foot- 
wear all showed a falling off as 
compared with last year. 

Total shoe production for the 
period January to August, inclu- 
sive, was 239,032,029 this year as 
compared with 231,606,184 in 1928. 
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lines. Approximately 200 manufactur 
ers have already contracted for their 
display rooms in either the Jefferson, 
Statler, Mayfair, Lennox or Maryland 
Hotels. The Jefferson Hotel has been 
selected as headquarters. 

The style revue will be held in the 
Gold Room of the Jefferson Hotel. It 
has a seating capacity of 2000 people 
and a stage with the newest theatrical 


facilities. Arthur E. Ebbs was ap 
pointed chairman of the Style Show 
Committee with the following mem- 


bers: Marcus Rice, buyer, Famous-Barr 
Co.; Al. J. Pauly, buyer Stix, Baer & 
Fuller Co.; Harold H. Underhill, buyer 
Scruggs, Vandervoort & Barney Co.; 
Walter H. Huette, Jr., buyer and ex- 
ecutive, Huette Shoe Co.; H. H. Me- 
Cain, vice-president and general mana 
ger McCain-Wright, Inc., and Fred 
Maxted, manager Hanan & Son. 
Charles E. Williams, president of the 
Williams Shoe Co., was appointed 
chairman of the Publicity Committee. 
Gayou, of BooT AND SHOE 
RECORDER, was appointed assistant to 
Arthur E. Ebbs and Charles E. Wil 
liams, and made director of publicity. 

Much discussion was devoted to the 
educational features of the convention 
program. Due to the unusual success 
of the luncheon meetings at the 1929 
convention they were again unani- 
mously adopted. Greater effort will be 
directed into securing as speakers men 
nationally prominent in the shoe, bank- 
ing and business world. 

The forum discussions will also be 
adopted and individual merchant prob 
lems will be thrashed out and the im- 
portant phases of the retail shoe busi- 
ness will be discussed. Already plans 


are under way to mobilize the best 
brains in the retail trade to conduct 
these forum sessions. 

Reduced rail fares from every sec- 
tion of the United States have been 


granted and this also applies to the 
Eastern portion of Canada. An an- 
nouncement was made that a $1 regis- 


| tration fee will be established for the 





convention and this will include the 
official badge, validation privileges and 
admission to the style revue. 







THE AUTHENTIC ARCH SHOE 


ARCH-O-THENI 


WILL MEET AND BEAT $5 COMPETITION AND MAKE MON*)f 
DOING IT! 


It’s a treadmill game to merely sell a $5 Retailer which is no better than your competitor's. 
Step up your stock into the Arch-O-Thenik class—and offer your trade genuine Corrective 
footwear with arch-moulded counters, real Kid quarter linings and many other features of 
fine $10 shoes. 

Get out of Mass and into Class! Sell a Five Dollar Line which women talk about to their 
friends, and bring the friends to your store as new customers. 


DEVINE & YUNGEL 


SHOE MANUFACTURING COMPANY 


HARRISBURG, PA. TO RETAIL AT 
$5. & $6. 


GOODYEAR WELTS 


PATENT CENTRE BUCKLE STRAP GUN CALF 
STRAP 


14/8 Covered Heel 
AA to D widths Sizes 4/9 
No. 3343C Patent with Paneled Heel 
No. 1343C Black Kid with Reg. 14/8 Covered 
Heel 
No. 2343C Tan Kid with Reg. 14/8 Covered 
Heel 


If your wholesaler cannot 


show you 
ARCH-O-THENIK SHOES 
write us direct. 





No. PATENT FOUR EYELET TIE 
PATENT CHROME TIE o Ae oF ¢ Black Calcutta and Patent Overlay 
No. 1640 Black Kid er 4 = 14/8 Rubber Heel 
14/8 Rubber Heel AAA to EEE Widths Sizes 4 to 9 
B to EEE Sizes 4 to 9 No. 4040 Patent. 
No. 1040 Black Kid. 
No. 2040 Tan Kid. 











The ARCH MOULDED special 
fitting 


This specially designed counter smart] 
fits snugly under the arch and r 
gives easy and elastic support. will be 
It gently prevents the inward which 
roll of the foot which leads to 

arch troubles. 
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NATIONAL STYLE CONFERENCE FOR SPRING 1930 (Kew PIE WINS 
R 


New Ball Room, 10th Floor, Hotel Astor, New York City 
EG U.S.PAT OFF 
Brothers 


TUESDAY—OCTOBER 15th 
wear and Millinery Combinations”. Hyland Brothers Genuine Goodyear Welt 
’s Shoes”—Battle of the Mental Heavy Weights DON’T LOSE SALES 


» industry is especially indebted to Cheney Brothers for the elaborate ° 

ng they are preparing to illustrate the mode in ensembles, illustrat- for lack of sizes 

ostumes with shoes. Messrs. Cheney Brothers will illustrate their 
» pretations of the mode on twelve young women models; and the color- 
1owings of their silks will be properly assembled with hosiery and 

, which will be the very newest ideas for Spring. It will be a part 

he Cheney Brothers showing, not only to give style forecasts, but also 
interpretation of the color scheme, the change in style, and its effect 
otwear. 

» changes in style, especially as they will affect the length of skirts and 
gowns, should make this conference more important than any that have 
been held; and the voice of authority of Cheney Brothers as to color, 
fabrics, and design will mark the conference as an outstanding event in Style No. 110—Patent. 
illustrating the mode. | 3/5 Spartan Gold Spot Soles, C, D, $1.70 

The conference will open promptly at 10:30 a. m., as is the custom; and | |. Soft Toe—Leather Wedge Heel 
provision has been made for larger quarters in the new ballroom on the | 5%/8 Spartan ons Soles, B, C, D, 
10th floor. The Tanners’ display of leather will be held in the grand ball- Leather Box Toe—Leather Wedge Heel. 
room on the main floor. The luncheon will be served in the South Gardens | 8%/11%, Oak Bend Soles, B, C, D, $2.35 
on the 10th floor—the same fioor as the new ballroom. Leather Box Toe—Rubber Spring Heel. 

Tickets for the luncheon are $2.50 each. All shoe retailers, shoe manu- Style No, 112—Log Cabin Elk. 
ogg ann pow yes e  etaagge oo omen the Style Conference, the 8%/11% Sizes -_*. B. oo D, Oak Bend 
leather display and the luncheon, whether they are members of the asso- Sole, 92.35 . 
ciations or not. Checks and reservations for the luncheon tickets may be a ae i in — 
sent either to the National Shoe Retailers Association, 624 South Michigan Kid Quarter Linings. ™ 
Avenue, Chicago, Ill., the Tanners Council, 41 Park Row, New York City, or 
the National Boot and Shoe Manufacturers, 342 Madison Avenue, New York ; a IN 


City. 





Under the joint auspices of the National Boot and Shoe Manufacturers As- — 
soci ition, the National Shoe Retailers Association and the Tanners Council. 4 eicek iia 





JOHN C. McCKEON GORDON MCNEIL 
Kathleen Howard, Fashion Editor, 


Harper’s Bazar P 
Margaret Hayden Rorke Scientific Health Shoes 
«  forChildren , 


Madame Hamilton Jeffries, Fashion 
Editor, Boot AND SHOE RECORDER | Insure Normal Feet 


wing the Mode” Stephenson of Cheney 





REG. U.S. PAT. OFF.” 


PROGRAM 
General Chairmen 
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New Wetherby-Kayser Store | Seven Shoe Departments at | 
in Phoenix Open Hutzler’s 


a. Ariz. (UTPS)—Hundreds 

attended the opening here of the beau- 

tiful new ne rd Wetherby-Kayser store of Hutzler Brothers Co., Balti- 

company, the eighth store of this well- | more, Md., known as Hutzler’s Down- 

known Pacific Coast firm with branches | stairs, which includes women’s, boys’ | Style No. 100—Patent 

in Los Angeles, Hollywood, Pasadena | and children’s shoe departments, as) ss jy yp fite Bik, White Welting. 

sad Sen Diego. Lyle Clark, assisted | well as hosiery departments for men,| “ “ 103—Light Smoke Elk 

= po a My bo | women and children, has been formally 3/5, Spartan Gold Spot Soles, C, D, $1.90 

od bee opened. Women’s shoes are featured in | ,,, Soft Toe--Leather Wedge Heel: 
Wetherby-Kayser brings to Phoenix | this Lage store at $5. Boys’ and chil-| .. Segpenaagipartiey 

the line of Leird-Gchober hand-made dren’s footwear are offered at propor- | Leather Box Toe—Leather Wedge Heel. 


8%/11%, Oak Bend Soles, B, C, D, $2.60 
shoes for women. They will also carry 


BALTIMORE, Mpb.— The downstairs | 








| tionately low prices. Sidney Siegel, Leather Box Toe—Rubber Spring Heel. 
Fashion Lane footwear in a wide se- formerly shoe buyer for Joel Gutman & All runs: Sole Leather Counters; 
action for misses and young matrons. | Co., is buyer for the downstairs shoe Red-line-in Linings 
A special feature of the new shop is | departments. The shoe departments ad- 
the children’s department, which is in | join the apparel sections, making for varus yp 0 mye 
charge of Mrs. Beatrice Perkins. Here | convenient shopping. SEE OUR LINE 
special stress is laid on the correct The opening of Hutzler’s Downstairs | "STaneey Clas 
fitting of the growing foot. Shoes in | gives the Hutzler Brothers Company | Hotel Lennox—Parlor B 
og tuned lasts and fine leathers | seven shoe departments, four upstairs | JeMerson Hotel—-Reom 2687 
"ili be on display in the men’s section, | and three downstairs. Upstairs are the 
her will be managed by A. Walling- | regular or higher priced women’s shoe "THE JUVENILE SHOE CORPORATION 
ord and G. F. Raber. Ralph Martin | department; the Thrift Shoe Shop, | OF ANEEICA 
a _~ the —- where women’s shoes at $6.50 are fea- | Aurora Missouri 
irs. Denning wi in charge of the | tured; the boys’ shoe department and | 
hosiery department. the children’s shoe department. “Ti Cale eke ae ye A 
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The Garofalo Pump 
made up in Black 
Satin and Patent 
Leather, $6.00—can be 
made in any conceiv- 
able combination of 
leathers —19/8 and 
17/8 heel. 


When in New York at the Style Conference 
be sure to visit the Garofalo Bros. sample 
room at the Marbridge Bldg. 

The big features of the Garofalo line are their 


dependability and profitable return to merchants 
utilizing our merchandise. 





MFRS OF HIGH GRADE 
LADIES FOOTWEAR 


58 Walton St. Brooklyn, N. Y. 


New York Representative Los Angeles Representative 
° . Stockman Max Zuckerman 
Marbridge Bldg. Heywood Hotel 




















"me ee 4h 





MANUFACTURERS’ OWN STOCK. 
BUY DIRECT FROM MAKERS. 


NO JOBBERS. NO MIDDLEMEN. 
GENTS.—B. CD. Widths LADIES.—A. B.C. D. Wid: 
Tan and 3lack - - 12.25 Tan and Black - e 30.2 
Tan Field Hoots ¢ 12.95 Tan and B‘ack 
isan Jodhpurs - - 8 OO Jodhpurs - 7.7 
CH'' DREN’S RIDING "OOTS. 
D. Width - - 9.75 and 11.00 


ANFIELD & SONS 


1629 Chestnut St. Xs 
PHILADELPHIA 
IN STOCK 


SEND FOR CATALOGUE 
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MAIZE SHOE CO. 


LUO HU MN WN\ RNS S 
This Handsome 


Ome() 


SHOE IN STOCK 


We have a full 
line of Compos, 
Turns and 
Stitch downs 
Ready to Ship. 





















Style 153—-Compo Patent Blucher, Champagne Kid 
Top; | to 5—$1.15. 


Maize Shoe Co., Mfrs., Rochester, N. Y. 





ONE COMMISSION SALESMAN made $270.80 selling 
“SUNBEAMS” in August. The best side line in Amer- 
ica. Write. Correspondence Confidential. 
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SI ST.«0 7“ AVE. 
opposite PENNA.R.R.STATION 
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A Preeminent Hotel of 
1200 Rooms each hav- 
ing Bath, Servidor, Cir- 
culating Ice Water and 
many other innovations. 








E. G. KILL, General Manager. 


ROOM AND BATH *3°° ™ 
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Joseph Felser Dies 
in Baltimore 


\LTIMORE, Mp.—Death has claimed 
wh Felser, well known retail shoe 
hant of Baltimore, Md. His death 
at his home, 2206 Whittier Ave- 
after a long illness. 

M-. Felser was born in Germany and 
to this country 55 years ago, 
ng in Baltimore. Almost imme- 
y upon his arrival here, he be- 
connected with the retail: shoe 
ess. He entered business for him- | 
and eventually established six 
; in Baltimore and one in Wash- | 
n, D. C. Upon his retirement from 
» management of these stores, his 
continued the business. As they 
ne associated with him at an early 
they were well acquainted with 
isiness methods and followed them 
necessary modern innovations. 
1 the sons took over the active 
gement they opened and operated 
tores under the name of Felser 





. Felser is survived by his widow, 

Rachel Felser, four sons, A. E. 

r, William I. Felser, David Felser, 

y Felser, all of whom are identi- 

ith the retail shoe business of this 
city, and by two daughters, Mrs. J. 
Seot’, of Evanston, Ill., and Mrs. L. 
Brill 


Develop New Calf Leather for 
Women’s Shoes 


NEWARK, N. J.—Barrett & Co., man- 
ufacturers of fine calf leathers, have 
announced that they have perfected, 
after a long period of experimenting, a | 
light-weight calf for women’s shoes 
which they will show for the first time 
at the leather exhibit in connection 
with the Joint Styles Conference at 
Hotel Astor, Oct. 14 and 15. 

This new leather is made _ with 
straight aniline finish and has the ad- 
ditional merit of being easily cleaned 
in the factory or by the customer who 
wears it in shoes. In view of the fact 
that it will be shown in al! the new 
light toned shades for spring, its read- 
ily cleanable feature will, in the be- 
lief of the manufacturers, be a most | 
interesting feature to the trade. 





Cool Weather Stimulates 
Retail Buying 


ATLANTA, GA.—The unusual spell of 
cold weather that has been experienced 
in this section during the last two weeks 
has given a decided impetus to the early | 


fall demand for shoes in the downtown | 


stores here, most of the dealers stating 
on Saturday last that they had found 
the first three weeks of September con- 
siderably better than the corresponding 
period last year, including not only 
ladies’ footwear, but men’s shoes and 
juvenile merchandise as well. 

That business will continue to hold 
up on an excellent basis through the 
fall period is the opinion expressed by 
virtually all of the leading retailers in 
Atlanta, most of whom say they are 
looking for one of the best fall seasons 
in years. 

In the ladies’ departments there is an 
excellent demand reported for both 
blacks and browns in suede, while liz- 
ards and kids are also moving very 





A Digest of Current 
Information 


Recently Wise Shoes, Inc., of 
New York City held a Fashion 
Convention of all of its workers. 
The entire convention was sum- 
marized in the Question and An- 
swer form. In this issue, we give 
just a portion of the tabloid dia- 
logue. 


1. Q@. What was the purpose of this 
Fashion Convention? 
A. To develop fashion consciousness. 

- Q. How do you think you can apply 

the information to increase your 
business? 

. By transmitting it to the sales 
personnel and make them in turn 
fashion conscious. 

What is meant by style? 

Style is a characteristic of a thing. 

such as an automobile, dress, shoes. 

What is meant by fashion? 
Fashion is a style accepted by a 

sizable number of people. 

What is meant by Hi-style? 
Hi-style is a new thought not ac- 

cepted at the moment. 

What is a fad? 

A fad is a fashion on fire that 

burns up quickly. 

What is meant by ensemble? 
Harmonious grouping. 

What part of the ensemble domi- 

nates the color harmony? 

The coat (or dress), also Hat, 

Bag and Shoes if color and con- 

tours are outstanding. 

- (a) What in the ensemble do the 
shoes match? 

. Either two or more accessories 
(hat, bag), or the background 
which is the coat or dress. 

. (b) What in the ensemble do the 
hose match? 

. Gloves or jewelry. accessories or 
absolute contrast. 

. What is the dominating color note 
relative to hose? 

. Should be darker. 


P Po Ph Po Po PO 





|| Quality Setting 


for Quality Shoes 
in Flint Store 


FLINT, Mich. (UTPS).—Distinctive, 
highest quality shoes sell best in a 
distinctive, luxurious setting, believes 
Elwyn Pond, proprietor of the Hub 
Shoe Store, Flint, Mich. The setting 
is naturally reflected in the shopper’s 
mind, he declares, and in support of 
his theory has opened the Moorish 
salon, rich in its simplicity and unique 
in all America, on the second floor of 
the store. 

The false walls and ceiling and the 

| heavy carpeting of the sales parlor 
render it quiet and exclusive. Its soft 
lounges in old rose figured damask and 

| its blue leather upholstered easy chairs 
offer the ultimate in shopping comfort. 
Lighting is indirect from the sky-tinted 
ceiling. In an arch at one end is the 

| largest mirror in the city. Two other 
mirrors are in side arches. 

The only shoes to be seen are in ar- 

| tistic displays behind cut plate glass 
show windows in arches along the 
walls and on a dainty center stand. 

Women’s shoes are also handled on 

| the ground floor and “downstairs” 
| stores. The juvenile department, for 
| merly on the second floor, now occupies 
the third, which once served as stock- 
room and repair shop. Elevator ser- 
vice is provided to all floors. The new 
| architectural arrangement is the design 
| of Edwin D. Byers, architect, Flint. 

The personnel of the store remains 
as it has been for years. Louis D. 
Benedict is assistant manager; Wil- 
liam Dickson is in charge of the new 
ladies’ department; Mrs. Edna Hagen 
supervises the children’s store; George 
MacLaughlin heads the downstairs de 
partment, and J. W. Jacks is orthopedic 

| and foot comfort denartment head. 
| Miss Marie Neal presides in the office. 








And Now Comes the Moorish Salon 








well. 
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French period settings, Spanish interiors and the art moderne, now 
give place to Oriental atmosphere in this Moorish salon of the Hub 
Shoe Store, in Flint, Mich. 
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WHERE TO BUY 
Men’s Shoes 








NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 
























AST WEYMOUTH, MASS. U.S.A. 








The 


50 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


Dewy 


50ST sumac mor, 











Increase in 


New England Shoe | 


Production Seen | 


Boston — At the recent quarterly | 


meeting of the New England Shippers’ 
Advisory Board held at Poland Spring, 


Me., Carlton R. Blades, of the George | 


E. Keith Co., Brockton, manager of the 
Traffic Council of the New England 
Shoe and Leather Association, made 


an interesting report covering present | 


conditions in the New England shoe 
manufacturing industry, and the out- 
look for the coming three months. Mr. 
Blades forecasts an increase of approxi- 
mately 10 per cent in production for 
this period as compared with the cor- 
responding three months in 1928. In- 
cidentally he called attention to the 
fact that New England last year manu- 
factured 35 per cent of all of the foot- 
wear produced in the United States. 

During the proceedings, Chairman 
William F. Garcelon read a telegram 
from Secretary Thomas F. Anderson 
congratulating the board on its help- 
ful service. 





Dies from Gas Poisoning 


DETROIT, MicH. (UTPS)—Marshall 
Bosworth, proprietor of the Redford 
Shoe Store, 17330 Lahser Road, died 
recently from carbon monoxide poison- 
ing, caused by running his car in his 
garage with the doors closed. 





Style Begins With Shoes 








ae 


SPEAKING OF THE WE NEW FASHIONS 
You Must secmdl WITH YOUR SHOES 


Try on any of the new gowns a coats with the shoes you have 
been wearing and you will need no one to tell you that you mus 
uid y ntes wardrobe from the ground up far een 
nh 







The Format Oxtord 1s 
Worn with the Formal Suit 
al a 











Tue 
R SHOE 
For MEN 


M. A. PACKARD CO., Makers 
——__. BROCKTON 


<a 


BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 



























With Afternoon Gowns |} iA Supper 
... the Opera Pump Gj i | Gown 
n ated ] ve 


The Evening 
Matches the 





Tras Snot Swor ron Manast ao Mapmermmis Fourth Floor 


Franklin Simon & Co. 


TORE OF tHOIVIDUAL SHOPS 
suerte avenue * + + S6W roRK 


That shoes are destined to con- 
tinue to hold their important place 
in the ensemble notwithstanding 
changes in the feminine silhou- 
ette seems clear from this ad 
by Franklin Simon & Co. 
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| the wholesale district. 
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Shoes 


St. Louis — Manufacturers in the 
general line houses report the demand 
tor brown footwear continues pn ore 
pronounced than before. Reptile nj 
kid both have a large share in the at. 


| terns listed on the order sheets. Br wp 


kid leads with a substantial mar sip, 
reptile second and ahead of suede. | lye 
is. slipping was another report hear | ip 
Brown dre ses 
demand brown shoes is the re: son 
given for the popular vogue for br wn 
footwear. No other color will su fice 
for the costume, hence the volume. 

One surprise shoe of the seasor of 
which few manufacturers have sto: ke 
any quantity is the crepe soled two- one 
oxford in growing girls. Although on. 
sidered a summer shoe, the demand has 
been tremendous. High school and col- 
lege girls have given this type a vi cue 
that even manufacturers have been un. 
able to supply. One manufacturer .ai( 
it was impossible to get enough of 
them. 

Walter Tarlton, general manage. of 
the Central Shoe Company, repo ted 
the biggest business for Septembe® in 
the history of the firm. In view of the 
impressive business situation and per. 
formance of the company during the 
past month, he stated they were goi 
into October with more shoes on the 
floor than the same period a year ago, 





Fyfe Firm Among Detroit's 
Trade Pioneers 


DETROIT, MicH. (UTPS) — Forty- 
eight organizations whose business 
operations in Detroit extend back 50 
years or more were represented at a 
luncheon at the Book-Cadillac hote! last 
week and organized the Associated 
Business Pioneers of Detroit. R. H. 
Fyfe & Company, Detroit’s largest re- 


‘tail shoe dealers, established in 1865, 


are taking a prominent part in the new 
organization. The company is repre- 
sented in the organization by W. H. 
Livingstone. 


Coordinates Clothing and 
Shoes 


BALTIMORE, Mp.—In keeping with its 
plan of coordination in departments, 
Stewart & Co., department store, Bal- 
timore, Md., has moved its men’s shoe 
department from the second floor t 
the first floor annex, where it adjoins 
the men’s clothing department. Th: 
men’s furnishings department is als 
adioined by it. 

Stewart & Co. has two other shoe 
departments, a women’s and a chil. 
dren’s. These also are located adjoining 
the women’s and children’s appare! de 
partments, respectively, in keeping with 
the same policy for coordination. 





Observe Eighth Anniver.-ary 

KNOXVILLE, IowA—Brown & erty 
Shoe Co. observed its eighth an iver- 
sary recently and in connection wi' 1 th 
event announced a change in the firm 
name to Brown Shoe Fit Co. Th: firm 
operates six stores in Iowa and Mis 
souri. 










| Heavy Demand for Brown Ivsn 
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Wyman’s to Open Another 
Store in Baltimore 
BAL’IMORE, Mp. — Wyman’s, one of 


rowh 














'Colder Weather 


Peps Up St. Louis 
Retail Business 


St. Louis—Business has improved 
during the past week. Colder wet 
weather caused a good many custom- 
ers to buy new shoes and all of the 


| stores prouted as a consequence. Satur- 


day was an outstanding business day. 
Women and men crowded the stores 
of the downtown shoe belt. 

Children’s business was reported as 
better than usual. Most of the young- 
sters deserted their summer rubber 


| soled footwear for heavier leather 
types. 
Suedes have forged ahead in all 





stores visited. This was mentioned in 
practically every instance as the style 
note of the week. Brown and black are 
the colors which predominate in the 
demand. Their popularity is equally 
divided. All-over effects have a pro- 
nounced demand with combination 
types sharing a large part of the vol- 


ume. 

Black kid has shown a marked in- 
crease in the sales. This vogue has held 
its prestige during the slump of patent 
leather. Patents are still dormant, with 
little immediate betterment looked for. 
Parents have flooded the market for 
the past three or four seasons and 
women have tired of them, according 
to the buyer of one large department 
store. 

Blue is another color that has seen 
its heydey, according to some oper- 
ators. Already the effect has been 
noted and pressure is being exerted to 
clear the shelves of blue. It is a season 
of materials, said the manager of one 


of the largest stores. Everything seems | 


to be selling. 








Attractive Shoe Section in Los Angeles 








3 in the ing ¢ best kaown exclusive | 
leading and bes L 
p Sones “tail hoe concerns of Baltimore, Md., 
es Moret i] open another branch store in the 
tile nd Lity. .t will be in the rapidly growing 
the »at. Chew , business section centering 
» Br Wnt roun! North Avenue and Charles 
nar in, a street. It will be in the North Avenue 
ee. : ‘UP Mark: Building, at that location. 
car inf’ 4 rst floor and basement will be 
L dre ses sed or this new shop, which is ex- 
Fe: 30n FB cto: to be opened the latter part of 
ir br wn this 1 onth or early in November, fol- 
su fice jowir; necessary improvements and re- | 
—_ hnode! »g essential to making the shop 
Paso! of Bode: : in every respect and in keep- 
BO ed ing v ‘h the trend for beautiful shoe 
two- one shops that Baltimore is now heir to. 
ugh on. ‘it wil be known as Wyman’s Junior 
and has ‘Shop, .nd the same service, same qual- 
and col. ity of ootwear and other Wyman fea- 
he od tures ‘vill obtain. 
naa “ Swoy > Opens New Children’s 
Shop 
an ted St. | »uIs—Swope Shoe Company has 
mbe jnfpopened its second children’s store at 
w of the 6002 Jelmar Boulevard, University 
ind per.ecity. The store is 20 x 45 feet in 
ing the @ dimen: ons, attractively finished, with 
“e going the sh» stock concealed. The fitting 
on the chairs are French provincial, with 
ear acy smaller ones for the tiny folks of the 
480 Brrench farmhouse type. A modern- 
istic carpet of tan and brown covers 
.« [ethe floor. 
troit’s There are 15 seats scattered about 
the store, which is furnished in draw- 
ing room fashion. 
- Forty. The opening on Sept. 20, at which 
business MSCUVeENI'S were distributed, was un- 
rack 50 sually successful, taxing the capacity, 
ad ata according to Arthur Ebbs. 
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Overstuffed furniture helps to create an atmosphere of luxury in the 
shoe department of Silverwood’s new store on Wilshire Boulevard in 
Los Angeles, which has just recently been opened. A very good view 
of this attractive department is given in the accompanying photograph 
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WHERE TO BUY 
Ven's Shoes 































STEADY PROFITABLE 
SINESS IS WANTED.SELL- 
Pn @ ‘ 
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“A MAN'S DECISION” WELp 
wy 
THE $ 3 
ey Ve 
Men's 
Wine 
hee 
SHOE bd 
Shee Ce. 
Beston—183 Essex Street Brockton, 
N. Y.—915-917 Marbridge Bldg. Mass. 











WHERE TO BUY 


Women’s Shoes 














Dude, 






FOR WOMEN 
THE JOHN EBBERTS SHOE CO., INC. 
IN Buffalo, N. Y. STOCK 
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WHERE TO BUY 


Bowling Shoes 


AE 8 8 OP 


€@THCO 


BOWLING SHOES 






















No. C’ 62—All sizes in stock 
for imme: iate delivery 
. Write today for con pl teca- 






talog. of ATHCO Athletic 
£ hees, 
Athletic Shoe Co. 
914N. MarshtieldAv. 
Chicago, Ml. 

















BOWLING SHOES 


















“Doast IN-STOCK 
olgnes Smoked Etk 
Moher” $3.20 
BROOKS 
SHOE MFG, CO. 
Swanson and Ritner Sts. Philadelphia, Pe. 
Les Angeles, 1162 So. Hill Street 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 


a eed 





MEN’S FINE 
HAND TURNED 





SLIPPERS 
Manufactured 
Prices from ad 
50 W. 8. CHASE & SONS 
_— Haverhill, Mass. 


Boston Office: Room 501, Statler Bldg. 




















MULES and D’ORSAYS 
FOR MERCHANTS 
WHO DEMAND QUALITY 
Send fer Beautifully 
Dlustrated Catalogue 


vast Bros. & Fieri 


rass 
|_7 East 17th Street New York 











Shoe Harmony Blues 
(CONTINUED FROM PAGE 48) 


of the darker, richer, brown leathers in 
place of the pronounced lighter shades 
of tan, it is certain that the brown field 
will enlarge this fall. The whole idea 
focuses right here. Black shoes with 
gray and other dark materials, browns 
with brown or tan suitings, and with 
blue. 

President Smith of the Clothiers’ As- 
sociation writes a message that is the 


crux of the whole situation—men wear | 


black shoes with blue clothing because 
the shoe industry has never provided 
any color exactly adapted to blue 
fabrics. 

The ensemble idea, with its color and 
patterns, has developed a tremendous 
sales area in women’s shoes. The en- 
semble idea is on the upward trend in 
men’s apparel. And the idea of blue 
shoes with blue clothing certainly fits 
into the picture. 

It is to be expected that any idea as 
radical as this blue shoe for men may 
meet with opposition and objection. 
There may be a hesitancy about “pio- 
neering.” What the Men’s Campaign 
hopes to accomplish is: 

First:—To capitalize this expression 
from the apparel industry to pry open 
a new field of color for men’s footwear. 

Second:—To cause manufacturers to 
start now to show samples of dark blue 
shoes in their men’s lines for fall. 

Third :—To notify shoe retailers that 
this dark blue shoe idea will undoubt- 
edly be one of the most talked of 
developments in men’s shoes for years, 
with all branches of the apparel in- 
dustry talking in its behalf. 








PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesrooms 
40-46 West 25th St., —, York City 
$27.00 per doz. and up 


ra A 


High Grade Turn Mules and D’Orsays 


pa oS) gynoceeey 


Men’s and IN STOCK 
Women’s 
“‘Companion- 
ate’’ Slippers 


Turns only— 
Catalog on 
request. 


Catalog 
sent on 
request 











No. 434 
$2.65 


No. 447 
$2.35 














Big Moire Season 


















will have 6 distinct inct vogue l, iS S€BSON, 





e return oF elegance to 
. = ol — 
Ledioned of mowe in ove 


Bled or Nall Ble ll con- (1M 
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cause O} 
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=e ‘or erpnoon wear. 
“Leclle”. eed SS” 


“Lense”... pune ae 


GUDE'S 


625 WEST SEVENTH 51. 
723 SO. MOADWAY 


GOOD SHOES 
ND HOSIERY 











For the reasons set forth in this 

striking newspaper advertisement 

by Gude of Los Angeles, moire 

promises to assume volume pro- 

portions for afternoon and even- 
ing wear 
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The Race for Business 
(CONTINUED FROM PAGE 45) 


to my mind is the stylist problem whic 
is being worked out by shoe deale; 
all over the country. 


The shoe trade has developed «boy 
the commonalities of ordinary bug. 
ness, the women’s end, particu!ar) 
and the man’s problem is fast b: cor 
ing a menace to those who are pur. 
chasing today as compared to ‘ho 
bought fifteen or twenty years ag». 

The shoe is a great factor in wo nen; 
dress and is just as necessary 1 
ordinate in the ensemble as a ha 
frock or other necessary access rie 
The Shoe Kingdom must be recog nize; 
and we must do nothing to break low 
the barrier which we have creat d 4 
style shoes have now and should hay 
for all time one of the dominan ar 
one of the prominent features i 
makeup of the smart woman. 

We have style problems in : |mo 
everything, residences, office buil ling 
manners and ways in the condi ct ¢/ 
our affairs, be it pleasure or othe ‘wis 
and those who lend themselves t« go 
style help the style problemat:st : 
further ideas and create new ones. T 
give you a symbol, I must like 
trade of ours to the race cour-es 
this country. We have many ty)es ¢ 
stores. The race course has many type 
of horses. Business is being con‘ enc 
for in many shops. Purses are bein 
contended for at the tracks. Favorit 
are being played by the track enthus 
asts. Favorites are being played | 
the shoe dealers. Money is, made }y 
those who are forunate to pick w 
ners but when you have to play ev 
money favorites, you are taking grez 



































$6, the fun goes out of the game, s 
when the shoe dealer reaches the poir 
where the profit is not sufficient ' 
more than equal his expenses ani ov 
head, then he must look around f 
other ideas and play those up to ti 
point of saturation. 

Every new style has its saturat 
point and shoe dealers must watch ti 
new-comers the same as bettors reco 
nize the younger horses which 2 
fighting their way to the front. Thos 
who know their business must pla 
style to the best of their ability. Tho: 
who are floundering in the depths ¢ 
inexperience and ignorance are givil 
odds against their own profits. 











Zoo in Shoe Store 


WATERLOO, IowA—F rank Wartey, 
Wartey’s Brownbilt Shoe Store recet’ 
ly announced that he has signed a fi! 
year lease on the quarters formerly 
cupied by the Shop & Save grocery? 
210 W. 4th St., just across the str 
from the shoe store’s present |ocati! 

Remodeling work which will b« sta 
ed immediately at an estimat 
of $4,500 will include a new frun 
bodying the latest improvem: nts 4 
store fronts, and an innovation in 
form of a children’s zoo with : 
chairs and animals in the bac} grou 
will be installed in the interior 

Mr. Wartey has been in th ret 
shoe business for the past 12 ye:rs# 
in his present quarters for tw: yeam 
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Evans Leases New Quarters 
In Milwaukee 


MILWAUKEE, WIs.—C. F. C. Stout, 
president of John R. Evans & Co., 
last week announced the leasing of 
quarters in Rooms 521-22, Metropol- 
itan Block, 290 Third St., Milwaukee, 
Wis., where for years the well-known 
Cam ‘en tannery has had its quarters 
on the floor below, with I. C. Wehmeyer 
in charge. 

Sharing the new offices with the 
Evars Co., is the George E. Belcher 
Co., \vell-known manufacturer of lasts, 
whic: for years has been with the 
Eva organization in Milwaukee. 
Geor e 
Belc|:cr Co. out of this office. 

R. Lockerbie and Jesse M. Broxham, 
iandle dies, threads, shanks, etc., 
ilso have space in the suite of 

Mr. — represents 
/0. 


who 
will 
office 
the ‘randt Leather 
Milw .ukee office. 


Boston Club to Talk Tariff 


BostoN—The Boston Boot and Shoe 
Club will hold its first dinner of the 
1929-30 season (its 248th) at Hotel 
Statler, Wednesday, Oct. 23, 
will start out with an augmented mem- 
bership and exceedingly favorable pros- 
ects 
eh occasion will be designated as 
“Tariif Night,” and the present mixed 
situation in Congress, with reference to 


the hide, shoe and leather tariff sched- | 


ules, will be discussed. The chief 


speakers will be Representatives A. | 
Piatt Andrew, of Gloucester, and Wil- 


liam P. Connery, Jr., of Lynn, two 
Massachusetts congressmen who have 
been particularly active in the effort to 
secure adequate protection for leather 
and footwear. 


President A. H. Vogel, Jr., will pre- | 


side and also will give an interprcta- 


tion of the results of the Official Semi- | 


Annual Style Conference in New York, 


to be held a week previous to the din- | 
ner. Altogether it looks like a red-let- | 


ter evening for the members and their 
guests. 
Spans Are Valid 


New YorK—Suits which were pend- 
Ing by B. A. Ballou & Co., Inc., makers 


of Spans, against Mazer Bros., in New | 
York City, have been settled by an | 


agreement between the parties in which 
consent decrees were entered stating 
that the patents in the suits are valid. 
Mazer Bros. are enjoined from infring- 
ing said patents of B. A. Ballou & Co., 
Inc. Further sales by Mazer Bros. will 
be under license agreement with B. A. 
Ballou & Co., Ine. 


Manufacturers Boost N.S.R.A. 
Convention 


St. Louis—The St. Louis Shoe Man- | 
ufacturers and Wholesalers Associa- | 
| tion through their publicity committee, 
of which A. G. White of Brown Shoe | 


Company is chairman, have sent notice 
to all members of the association re- 
questing that they carry a footnote on 
theit stationery announcing the dates 
=e pines of the 1930 N.S.R.A. con- 
vention. 


This is being carried out by the | 
twenty-five members of the association. | 
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J. Oberwinder represents the | 


out of the 


and | 


Southern Group 
to Make Study of 
Collective Buying 


ATLANTA, GA.—The Southeastern 
Shoe Retailers Association has mapped 
out a decidedly ambitious program for 
the coming year under the direction 


of Harold M. Steele, former retail shoe | 


dealer of Atlanta, who was recently 
appointed executive secretary of the 
association. Mr. Steele actively as- 
sumed his new post on September 1. 
twenty-five members of the association. 
Among the more important features 
of the program that the association ex- 
pects to carry out will be a study of col- 


| lective buying methods. 


Jefferson Bender in France 


NEw York—Jefferson Bender, presi- | 


dent of the Jefferson Import Company, 


| Marbridge Building, New York, is in 


France supervising manufacture and 
deliveries on Weavette and Chico san- 
dals, according to Mr. Salzer of that 
company. 

While in France, Mr. Bender 
contact the Continental style centers. 





Match Shoes and Gloves 














\a 
The Most Modern Ensemble of All. . . 
Shoes and 


Marching Glov es 


1 
in oom bog 
oh 


Back of this artistic advertise- 
ment by Saks-Fifth Avenue, which 
appears in the current issue of 
“The New Yorker,” lies a mer- 
chandising idea with interesting 
possibilities. 

“In this day of careful and ele- 
gant detail,” says Saks, “it is as 
logical as it is chic that our shoes 
should match our gloves.” 

Isn’t it logical also that the 
shoe merchant should do _ the 
matching—and earn the extra 
profit while he’s doing it? The 
modern shoe store sells handbags. 
So why not gloves? 
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WHERE TO BUY 
Men's & Women’s 
Slippers 


ete erhalten lie ti te te ed 








Quality , 
Slippers "mam 


TUPPER SLIPPER CORP. 
200 Tillary St. Brooklyn, N. Y. 








will 








Greatest Value 
$1.65 


E wide, 3 to 9. 
Send for sam- 
ples and we 
will prove it. 
WM. SUMNER SMITH 
325 W. Monroe, Chicago 
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WHERE TO BUY 


Shoe Ornaments 


—" 


SHOE 
ORNAMENTS 


for 
MANUFACTURER 
and 
RETAILER 


THE 
REYNOLDS COMPANY 


Providence, Rhode Island 











OO ee 


WHERE TO BUY 


Store Fixtures 


HiAVE 1 COPY OF THE 
NEW GOODWIN CATALOG 
of SHOE STORE FIXTURES 
and STORE INSTALLATIONS 

cae 


yor 


GOODWIN & CO., Inc 
Worcester, Ma 
_—E 





WHERE TO BUY 
Ballet Slippers 


74 





Popular Aesthete San- 
dal in Faun and 
Gray sucde. Also, 

full line of danc- 
ing footwear 
and accessories. At once 
service. Send for catalog. 





Coast Representative: 
MR. A. F. WINSLOW 
5159 Vincent Ave. 
Eagle Rock, Los Angeles 
California 























pul u 
WALL ee 


Sights and Lefts 
Two Grades 


& 


wh. 
SUMNER 
SMITH 


Woe. Miss. Ohi. 

61.60 $1.45 $1.40 

1.86 1.80 1.26 
Im Stock 








328 West Monroe Chicago, Ml. 








— Soft Toe 
> = 
_ Ballets 

Black Kid 
Misses & 
Expertly ome omen' Chiteren 
i] Ne. | Regul d J 
etek Ne. Soe—Buck Bole..:.” 2.00 1:90 


H. F. MALOTT SHOE CO. Manufacturers 
1915 Girard St., Chicage 








In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Childs’ $1.15 pair 
BLOG SHOE CoO., INC. 


147 Duane Street 
New York 








*KENDALL 


A sideline of 
BALLET 
SLIPPERS 


WILL PROVE 
A MONEY 


RIGHT 
AND LEFT > 
BALLET 





IN 
STOCK 


Orders filled day receiwed 
SEND FOR CIRCULAR DEPT. C. 


44 KENDALL SHOE COMPANY > 
HAVERHILL, MASS. 











BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Bi02 Bik. Kid Hand Turn 

Soft Toe 


Child’s 6 to 11—$1.35 

Misses 11% to 3— 1.40 

Women's 2% to &— 1.45 
Also Toes 


ARTZ & HERDER, Inc. 


sCcHW 
aff"No. 11th St, Philadelphia’ Pa. 














Establish. Institute for 
Retail Shoe Salesmen 


Boston — Announcement has_ been 
made here of the establishment of the 


Educational Institute for Retail Shoe | 


Salesmen. The purpose of the organ- 
ization, as set forth in the preliminary 
prospectus, is: Providing education in 
retail shoe salesmanship; to gather 
and disseminate among retail shoe 
salesmen information concerning the 
shoe industry and the best retail sell- 
ing methods; to aid in improving the 
service of this industry to the public; 
to co-operate with retail shoe merchants 
and their salespeople in every feasible 
educational means for mutual improve- 
ment; to assist in raising the standard 
of our industry through the great 
power of knowledge and _ intelligence 
and inspiration. 

Charles Ault is president and Arthur 
L. Evans is director. 





Official Poster Stamp 





























Arthur E. Ebbs, chairman of the 
1930 N. S. R. A. Convention Com- 
mittee, and Charles E. Williams, 
chairman of the Publicity Com- 
mittee, together with Manager 
James H. Stone, have adopted the 
new poster stamp to be used in 
connection with the publicity 
campaign now being formulated 
by the committee. 

The stamp is from a sketch 
suggested by a poster artist in 
Berlin named Herman Schwartz- 
man and was secured by George 
S. Gayou, director of publicity for 
the convention when he was in 
Berlin attending the Internationul 
Advertising Convention last Au- 
gust. The stamp was selected 
from several sketches made by 
the artist for its boldness in fea- 
turing the name, date and place 
of the meeting. The conventional 
bird design in the background was 
employed to indicate a symbol of 
fashion. 

Electrotypes will be sent gratis 
to all exhibitors at the convention 
with the request that they use the 
stamp as a corner card on their 
stationery and inject it into their 
trade paper advertising. 
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| and add to their profits. 


| la Pennebaker, 


| Sell Golf and Sport Shoes 
| Right Through the Year 


(CONTINUED FROM PAGE 35) 


This growing tendency to make 
golf an all year game has a tremend 
| significance for the shoe merchant 
for all retailers who sell sport clot es 
| for men or women. Everyone is 
miliar with the changes that have c 
| about in these industries since the 
| 
| 


ularization of golf and the increa e 

enthusiasm for open air sports of 

that developed following 
war. The open air life has pra'ti- 
cally revolutionized the men’s 
women’s apparel trades, and in 
last couple of years has exerted alm» 
as profound an influence upon the 

' business. But the popularity of s)»o 

| Shoes has up to this time been largely 
confined to Spring and Summer. Viz 
ize the opportunity for increased s 

of golf and sport types of shoes as 

| more and more people take up 

| game of golf and other forms of 

| création in Winter. 

Late fall and winter golf calls for 
| particular types of shoes, built for 
rough weather and heavy going, damp 
proof and able to stand up in mud, 
rain and the occasional snow flurry. 
Illustrated with this article are two 
golf shoes of a type well suited to such 
purposes, one somewhat more refined in 
style and appearance, fashioned from 
elk leather with dark brown trim, 
smart in appearance yet sturdy and 
strong. The other is a stout moccasin 
pattern in Scotch grain and Nor- 
wegian, built especially to withstand 
hard usage when the course is heavy. 
Footwear of this type has proved ex- 
tremely practical and satisfactory and 
there is a growing demand in many 
| localities for just such shoes. 

Retailers who assume that spring, 

summer and the early autumn offer 
the only opportunities for a volume 
business in sports footwear are missing 
| a real chance to increase their sales 
It may re- 
effort, more 


sorts 





quire more promotional 


| suggestive selling and more attenti 
to this type of footwear in advertising 

| and window displays to develop sport 

| shoes sales in winter but the possi! 

| ities are sufficient to make the atten 


worth while. 
And don’t forget that the fall hunt- 


| ing season is here and will be wit! 
| for the next six weeks or more, 
| cording to the particular locality. 


tractive windows of hunting b 
heavy shoes and moccasins, backed 


| by effective advertising, will pay wo! 
| while dividends at this time of yea 


| Clarksville Merchant Drow is 


CLARKSVILLE, TENN.—Leander A: 
a shoe merchant 
Clarksville since 1894, was dro 
here recently. Mr. Pennebaker b: 
his business career at the age of 15 
lived in Oxford and Water Valley, } 
before coming to Clarksville, wher 
the time of his death he was w 
known through his long business 
nections. 
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Shoe Stores Merge 


VALDOSTA, GA.—The Turner Jones 
Shoe Co. of Valdosta has merged with 
Paxon’s, Inc., of Jacksonville. The new 


organization will be under the man- | 


agement of Mr. Turner Jones and will 
be known as the Paxon’s Turner Jones 
Sh Co. 

In speaking of the contemplated 
changes which are being made, Mr. 
Jon. s said that his company had de- 
cid: | to merge with Paxon’s, Inc., a 
pio: er organization in the sound econ- 
omi: distribution of shoes, to help build 


up in institution based on real value | ; ; 
| shoes, according to A. W. Johnson, vice- 


and sound business principles. 


OQ»serves 50th Anniversary 


MitTON, PAa.—Marsh’s Shoe Store 
last nonth celebrated its 50th anniver- 
sar’ This store was founded over 
fifty years abo by D. G. Marsh, father 
of t! present owner, and in September, 
187!, he took into partnership his son, 
M. hompson Marsh. The following 
year the store was burned but was im- 
mediately rebuilt and was conducted 
und«: the name of D. G. Marsh & 
Son Upon the death of D. G. Marsh 
in 1:06, N. 
the sole owner. 
enlarzed and the interior remodeled. 

Marsh’s Shoe Store has built up one 
of the 
section of the State. 


Mr. Marsh has 


personally superintended the conduct- | 
the business, and still continues | 
| Belloli, owner of three prosperous shoe 
| stores in the Italian section of Detroit, 


ing o! 
to take an active part in the man- 
agement of all departments. His store 
has established a reputation for hon- 
esty in dealing, and is recognized as 
a leader in the shoe stores of Pennsyl- 
vania. 





Thompson Marsh became | 
In 1907 the store was | 
| of 6.7 per cent over the same period of 


largest shoe businesses in this | 


'International’s 


Production Near 
200,000 Pairs Daily 
Current Outtput Is Greatest in 

Company’s History 


St. Louis—Breaking all previous 
weekly production records, the Inter- 
national Shoe Company made during 
the week ending September 18 a daily 
average of 190,546 pairs of boots and 


president of the company. 

“This constitutes a clear increase of 
34 per cent over production tor the 
like period in 1928,” said Mr. Johnson. 
“Currently the company is operating 
at the highest production rate in its 
history. Upon this basis, and with the 
figures for the first eight months of 
this year given below, it is estimated 
that the total output for 1929 will be 
in excess of 51,500,000 pairs, a new 
high mark which will exceed by a con- 
siderable margin the peak year of 
1927, when 51,377,840 pairs of shoes 
were produced by the company. Dur- 
ing the first eight and a half months of 
this year (250 working days) produc- 
tion averaged 170,715 pairs, an increase 


last year.” 


Owner of Detroit Stores Dies 


DETROIT, MicH. (UTPS)—Frank C. 


died of pneumonia at his home on Sep- 
tember 30. Mr. Belloli was 45 years 


| old at the time of his death and had 
| been in Detroit since he was 15. 








Pajama Vogue in Dixie 








af SAP opens? Se 


The Hole in the Wall shoe store, in Jacksonville, Fla., has out- 
fitted the clerks with checker board pajamas and ties to carry 
out the color effect throughout the store. 

“It won’t be long now before one can get 0 of bed and go 


right to work,” 
Left to right: 
I. Simowitz. 
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remarked one of these young m 
1. H. Arnold, B. A. Simowitz, “Scottie Allman, 


~~~ 


WHERE TO BUY 
Ballet Slippers 


Fee eee ee eee ee 


BLACK KID BALLET SLIPPERS 


MADE ON RIGHT AND LEFT LASTS 
Wom. Miss.Childs 
1.45 1.40 1.35 
-30 1.35 1.30 
Coast Prices Slightly Higher _ 


Brooks Shoe Mfg.Co. 


Philadelphis— 
Swanson and Ritner Sts. 


Los Angeles—11623 So. Hill 8t. 


oo 
600— (Top Grade) 
609— 


IN 
STOCK 


6 th ee 


WHERE TO BUY 


Women’s Novelties 


0 6 tt ee ee 


BONDWAY 


PROCESS 
produces footwear of remark 
able lightness, smartness and 
tlexibility. 


BOND SHOE COMPANY, 132 Duane 8t., 











New York 
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WHERE TO BUY 
Children’s Shoes 





| et oer er er rer eres 





Approved by Medical a 


4s « fully ventilated shoe 
the Burkley Ventiiated 
Foot Developer is snez- 
eolled. Well known sur- 
eons reeommend tts ase. 


Burkley Shee Co. 
1186 Ne. Mele 6t. § 
Breetten, Mase 











IDEAL BABY SHOE CO. 
MRS. A. L. DAY 
387 Fourth Avenue 
New York 
323 W. Jacksen Bivd. 


cago 
1307 Washingten Ave. 
St. Levis 


49 Fourth Bt. 
San Franciece, Cal. 
Factory, Danvers, Maes. 
Send for Cataleg 
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WHERE TO BUY 
Shoe Forms 


hi eh ti eli li i eli eli eli ei lie lial 





TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 

Light, Inexpensive and 
Practically Invisible 
Linings and case num- 
bers easily seen when 
transparent ferm is in 
shoes. Write 


THE SHOE FORM CO., Auburn, N. Y. 
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WHERE TO BUY 
Spats 





DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 

In_ All Selling Colors 

$10.50 to $36.00 per dozen 
lamples on Request 

STAR FOOTWEAR MFG. 


Howard and “Norris Sts. 








Philadelphia 





SPARTON } 


SPOTPRUF ppaTs. 


3 Bh 


profits. BEFORE AFTER 
Rub the spot or stain with a damp cloth 
and presto!—a fresh spat. 


This new 
idea in spats 
this fall will 


Twice as easy to sell as ordinary spats. 


CHAS. F. CLARK, Inc. 
1403-1409 W. Congress St., CHICAGO #& 





ON APPROVAL 
WE CARRY STOCK FOR YOU! | 


PRICES: 
$11.50 
$14.50 
$18.50 


COLORS: 
Pearl and Medium 
Grey, 
Medium Fawn. 


Before buying Spats, let us ship on approval 
l or 2 dozen for your inspection. We stock-up 
for you and size-ups, no matter how small 
are shipped at once. When ordering samples 
specify price wanted. 


GOLD SEAL 
536 Broadway 





Church’s 
Imported Spats 


Large stock carried all year 
around to insure prompt service. 
Write for samples. 

LYONS & CO. 
122 Duane St., New York City, N. Y¥. 














Nationally known 
—nationally ad- 
vertised. A com- 
plete line of fine 
spats—te retail 
from $1.50 to 
$5.00. 


Send fer price 
list. 


S. Rauh & Co. 
650 Sixth Ave. 
New York 








Light and | 


| questions.” 
New York | 1 t 





Billy Rogers 


Shoe Merchant 


(CONTINUED FROM PAGE 47) 


ing about. Just think of all the cash 
that could be released for other invest- 
ments if all retail merchants reduced 
their stock twenty-five per cent. And 
at that they would only be doing what 


skillful merchants are demonstrating | 


every day can be done. If all that 


yes; but keep the story to 
shoes, honey.” 

“IT can’t do that—let me 
though. He told us how to go about 
increasing sales. ... Yes.... To begin 
with, he said there were just three pos- 


sible sources for increasing business. | 


The first is to sell more to customers 


who come into the store; the second is | 


to get more people into the store; the 
third is to go out of the store yourself 
and sell goods.” 

“How can you do that, honey?” 


“Haven’t figured it out yet. Gee, 


ain’t there a lot of figuring to do to | 
Well, of course, I | 


run a shoe store? 
can sell more to the present customers 
—but honestly, it will have to be by 
training my own help in selling. I’m 
pretty good at it—” 

“Although I say so as _ shouldn’t,” 
June interrupted with a giggle. 


‘6 O foolin’, that’s something I seem 

to do naturally. I’m going to 
start in with young fellows and get ’em 
to do as I show them. Then I’m hoping 


our advertising plan will bring in new | 


customers. I’ve already had one or two 
comments on my ‘old shoemaker’ series 
of ads. As for going out after the busi- 
ness—that never occurred to me. But, 
gorgeous, I’m hot for it. 
it I don’t know.” 
“Forget it for now, Billy dear, and 


| tell me how the speaker said to increase 


the turnover.” 

“For the love o’— Say, what have I 
been doing all this time?” 

“There, there! 
oy ? Just keep to what the speaker 
said.” 

“Then don’t butt in with so many 
Billy was feeling peeved. 
However, seeing June’s cheery, affec- 
tionate smile, he merely gulped and 
went on. 

“That’s about all he said on increas- 
ing turnover. Of course, he explained, 


each store had to work out how to ap- | 


ply the rules for himself. Honest, 
splendiferous, I think I’m going to get 
some fellow to sell shoes for me out- 
side on commission. . . . The speaker 
said that if you increase sales volume, 
you invariably increase the rate of 
turnover, so that increasing sales is a 
part of the process of stepping up the 
turnover. He gave us seven ways to 
increase sales. I’ve not checked up if 
we can use them all, though.” 

“Let’s hear what they are, honey, and 
see if we can use them.” 

“Gee, it’s good to hear you say ‘we’— 
I wish—” 


“What’s the first one, Billy Rogers?” | 


Jure interrupted, looking very prim, 
except for the little twitch at the corner 
of her mouth. 

“First, sell larger quantities. That’s 
good dope for us. I believe we should 
never be satisfied to sell a customer one 
pair of shoes without trying to interest 
him in other shoes. I always try to 
sell two pairs of the same shoe—unless 
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think, | 


Just how to do | 


Did she tease the lit- | 


| it’s an extreme style shoe, of cour 


“That’s satisfactory. You get a p:ss- 
|ing mark on question number i¢, 


Next?” 


Billy chuckled with pleasure. “W iat 
is to talking busin :ss 


a thrill there 
with a girl like June,” he thou; hit 
Then— 

“Second, sell larger sizes!” 

They both burst out laughing at 
idea. Then June said. 

“Wait, you sell shoe polish, I kno 
you have it in two sizes. Sell the lar e 
—and why not carry it in larger s 
still, if it’s put up that way? I can 
| where that’s a jolly good idea—eve 

it doesn’t help shoe merchants m 
| All right, pass number two.” 
| “Third, sell better quality. ‘That 
lus hard. You know, I bought a 
men’s shoes to retail at eight-fifty 

| didn’t get many, for I felt they w 
be too high priced for my class of tr: de. 
Yet, I’ve got to place an order for sme 
| fill-ins already. I believe most shoe 
have a tendency to ‘trade down,’ as th 
| speaker called it. I’m certainly go ng 
| to talk up quality more. And I’ve git : 
| darned good idea for doing it.” 

“Tell it to me, honey.” 
“I’m going to sell the better sho« 

| the economical shoe to buy. I’ve 
figured it out exactly, but here’s 
idea: Suppose a five-dollar shoe | 
four months, and suppose an eight-o! 
lar shoe lasts eight months—reduc« 
monthly shoe costs, the five-dollar 
| cost a dollar twenty-five a month, while 
the eight-dollar shoe only cost a dollar 
a month. Is that, or is that not hot?” 

“Splendid. I pass you on that with 
honors. But go on.” 


‘*TSOURTH, selling goods associated 
with the purchase. Here, again, I'm 
good. You’ll not have to prove it. ['l! 
admit it. While at Parker’s, I had the 
record for selling more trees, more ! 
| more rubber heels more arch supports, 
more polish, than any other fellow 
there.” Billy paused for breath. 
“Outside of that, you’re a shrinking 
| violet. I’m sure, Billy, your inferiority 
| complex is what interferes with your 
progress. However, you are a good 
salesman, honey, and an awfully nice 
| boy— Billy, mind my hair!” 
“Having passed on that question,’ 
Billy said calmly, “I proceed to the fifth 
Selling seasonal] articles. Gosh, that 
| minds me that I’ve got to hurry up get- 
| ting rubbers. They’ll be selling ne 
month. That’s a good one for we 
| merchants. I can see that it means )) 
|ning ahead for seasonal goods : 
| pushing ’em hard while the seas’ 


| “J’ll bet the speaker told you 
| June said, with mock severity. 
| “Well, to be truthful, I think h 
| Billy admitted. 
“Passed with warning. What 
last method of increasing sales?’ 
“Selling bargain offers.” 

“You haven’t done that yet 
you?” 
| “No; but I must. It hurt 
| sin, but I’ve got to get busy « 
| old stock. It isn’t getting any 
| stylish sticking on the shelves : 

time.” 
“To say nothing of the money 
up in those shoes—earning nothin 
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it’s late, honey. You can treat me to an | 


ie cream soda at Felkington’s and sce 
me home.” 

A few minutes later the store was 
silent and dark. 


The next morning Billy faced the | 


help problem with a jerk. Mrs. Phips’ 


husband called in to say that the baby | 


had “a bit of a stumick upset” and that 
Mrs. l’hips felt she couldn’t possibly 
come 
better 

we 
I ho} 
When 
I'll be 

The 
grets, 
pathy 
the jo 
she r¢ 
But hi 
was a 
if poss ‘le. 


As I 

in“) 

of the 

you. ! 
ing We 
went < 
help—: 
not so 

cause ( 
they W 
the sto: 
caused 

ing army of knockers.” 

With much persuasion Billy had in- 
duced ('aptain Jacks to stay on until 
he cou’ get someone else to take his 
place. 

“But,” warned the Captain, “TI’ll not | 
do it for more than a couple of weeks, 
me boy. 
the modern shoe game—and I’m afraid, 


ook for someone else.” 


he is, if she cares to come back, 
lad to talk with her about it.” 

nan left, again expressing re- 
nd appreciation for Billy’s sym- 
What Biliy wanted to say was 


if she couldn’t keep it up? Did 
lize the mess it put him in?” 
emembered that Parker’s policy 


‘ker told Billy on one occasion, 
rmer employees are advertisers 
are. They’ll speak well or ill of 
pays to have everybody speak- 
of you. I know a store,” he 
. “that was forever changing 
d everybody who left was sore, 
iuch because they left, but be- 
the unnecessarily harsh way 
e let out. The result was that 


me boy, I like to say what I think too | 


much for the good of the store.” 

Billy knew that what the Captain 
had said was true. - To himself he 
thought, ““‘Wish I’d realized before that | 
personality meant so much in a sales- 
man. I’ve just got to get a sales force 
-even if it is only two—that fit into 
ny kind of trade.” 


And Joe Rowe, while he had said | 


nothing direct, was feeling discon- 
tented. He missed the life in the larger 
city of Hartford—and Billy heard him 
talking earnestly with a traveling shoe 
salesman about bigger opportunities in 
Boston—or New York. 

“Here I am,” Billy remarked to his 
father one evening after dinner, “with 
all my help either quit or quitting.” 

“Of course, William.” Billy’s father 


he dickens did the woman take | 


| haven’t we, mom? 


ays to have people leave happy | 


| high school. 


eventually failed—the failure | 
1a big extent by the ever-grow- | 





always spoke to and of him as William. | 
“I am only a school teacher, yet I be- | 
lieve the method pursued by our leading | 

| Conference in New York City, October 


As a ee A ee * 


WHERE TO BUY 


Store Fixtures 


omer Ct te td 





BETTER SHOE FITTING 
SERVICE 


Saves Sales 


Makes Good Fitting Easy 
FREE TRIAL 


THE BRANNOCK DEVICE 
821 8. Sulina Street, Syracuse, N. Y. 
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educational directors in gathering to- 
gether an educational staff for the insti- 


| tute of learning over which they pre- 
| side would be equally applicable to your 


shoe store.” 

“Perhaps you’re right, dad. You 
mean, list the qualifications for the job 
and then find the fellow to fit it.” 


| 661. XACTLY—if he can be secured 
on Saturday and that Billy had | 1 e can be securec 


for the stipend that the insti- 


¢ | tute can pay.” 
Mrs. Phips I’m very sorry and | 
the baby will soon be better. 


“Now you’re talking, dad. That’s a 
jolly good idea.” 

The old man beamed with pleasure, 
for he enjoyed the enthusiasm 
praise of his only son. 


“I can see that you can’t pay a chap 


what he is worth of necessity—you can | 


only pay him what the job is worth.” 

“A great little old dad we've got, 
9 

The Rogers were a very happy fam- 
ily, and fortunately they all liked June. 

The next morning Billy carried out 
one of Parker’s ideas. He visited the 
His old teachers were glad 
to see him, and when he told them his 
mission, they were only too pleased to 
help him. 

He wanted two young men, seniors, 
who would like to get into the shoe 
business. He offered them part time 
work until they graduated from high 
school. After that he promised full 
time work if they wished to stay on. 

During the next few days Billy saw 
seven or eight fellows who were inter- 
ested in the opportunity. He finally se- 
lected Elmer Reams and Mallory Hupp 
—two bright young fellows, all eager- 


| ness and enthusiasm to start earning 
| their own living. 


They were to work every evening for 


C c | two hours, and all day Saturday, also 
I’m too old in my head for | 


full time during the Christmas vacation. 
For the work Billy was to pay them 


ten dollars a week and to teach them 


what he could of the busiress. 


“T believe I’m on the right track,” he | 


told June, “for these young chaps don’t 
have to unlearn anything to fit into my 
ideas. And they are both popular local 
fellows who should influence trade. Now 
I want to plan for some outside selling.” 

“That’s great, Billy. By the way, ac- 
counts are coming in very slowly. Our 
bank balance isn’t any too healthy. I 
really think you should do something 
about this charging business.” 

And Billy again realized that running 
a shoe store was truly one problem 
after another. 


New England Style Group 
at Conference 
Boston—At the coming Official Style 


15, the New England Shoe and 
Leather Association will be represented 


| by a group of “Official Observers,” con- 


sisting of its Shoe Style Committee, 
and made up as follows: Everett 
Bradley, Bradley-Goodrich Co., Ince., 
Haverhill, Mass., chairman; Major 
Charles T. Cahill, United Shoe Ma- 
chinery Corp., Boston; C. N. Coggs- 
well, A. J. Anderson, Inc., Amesbury, 
Mass.; Frank E. Packard, George E. 
Keith Co., Brockton, Mass.; Albert N. 
Blake, Watson Shoes, Inc., Stoughton, 
Mass.; Burt W. Rankin, Hunt-Rankin 
Leather Co., Boston, and Miss Marie 


E. Finnerty, Colella & Leighton Shoe | 


Co., Lynn, Mass. 
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WHERE TO BUY 
Spats 


te re er ere 


ae eee, 
PERFECTION 
e ‘Semen eee e 


CONSISTENTLY 
THE BEST 
Perfection S pat 
have been 
factured for t he 
past 40 years in 
all the prevailing 
colors: Pearl Gray 
Fawn, Taupe anid 
Licht Fawn (Prices and 


quest.) 


manu 


samples on re- 


Perfection Overgaiter Co., Inc. 


* 107 College Street, Burlington, Vt. » 





WHERE TO BUY 


Wooden Sole Shoes 
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WOOD SOLE SHOES 


Heavy Full Oil 
Grain 


A. H. RIEMER 
SHOE OO. 


Manufacturers 

















sines 1887 
Milwaukee, Wis., 
uu. 8 A 
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WHERE TO BUY 


Dancing Taps 


A 6 OE 


CLOG DANCING TAPS 


Made of special slu- 
minum metal so as to 
give the desired ring. 
Kasily attached. 

Price 20e. Per Pair 





Brooks Shee Mfg. Co. 
Swanson and  Ritner 
Sts., Philadelphia 











WHERE TO BUY 


Puttees 





RAPID TURNOVER : 
UNUSUAL PROFITS 
on a 
Small Investment 
with 
Williams 
Nationally Advertised 
Leather Puttees 
Always IN STOCK 
Men's and Boys’ 
Various Styles 


Write for our proposition. 


e Williams 

Manufacturing Co. 

Mfrs.of Leather Puttees 
PORTSMOUTH OHIO 














BUY as you SELL 


And Avoid Frozen Capital in End Sizes 
The Recorder Stock Record System Helps You Do Just That! 


Insures Accuracy of Buying Judgment 


RECORDER STOCK RECORD SYSTEM 





STOCK NO 





DESCRIPTION 


Buyer’s Information 

iene’ Ghose are obtainable in 

P Widths B 6 E 

Infants’ soft sol : 

Ses Oto $e Obtainable in 

Little Genes’, A 

Sizes 9 to Sign toms) omarestainaein 

Widths B, C, D and E 
Youths’ Son are obtainable in 


to 
“GET MORE SHOES so_p 12 2 of lt 2 


Rie ____ ss CORB 


SUTING ORDER 
to 








—— Steet 


SS Terms: 
wom) 2 | ais] 2 | as! 8 | oe) | os] 8 los) © les] 7 ims] © |e] © | oy! a0 lems! on 2 1/15] Price | Totet 
—T | hae on 


= oe ee ee | 


New revised 
(5th edition) 
ready Oct. 10th. 


190 sheets and 11%” « 1354” loose leaf bi 
20) daily inventory sheet« or 100 Sgueutety abelle ane 
iO Boy>ius order sheetn. 


Met | Lining Te | Queer | Pinkh 





Shoe Carton Tickets 
0c, per 100; $1.50 for 500; 82.50 for 1000. 
Clips supplied when quantity ordered is 500 or more. 
Postage prepaid—check with order Please. 











“If a $5 Gold Piece Falls Thr 
a Crack in the Floor”—is th 
title of our instruction bre 
chure for keeping stock rec 
ords. 


Supplied with each order fo 
the Stock Record System. 


One hour a day keeps you 
records complete— 


Every sale and purchase r 
corded— 


Visible daily turnover an‘! 
sales report— 


Shoes on hand, on order, due. 
returns, transfers in or out 
from branch stores— 


FOR GROUP OWNED 
STORES:—the Stock Record 
System used in conjunction 
with the MASTER STOCK 
SHEET and the central office 
CONTROL FORM gives the 
merchant-owner complete 
stock control with style and 
sales trend. (These two forms 
are not illustrated but are sup- 
plied 10 sheets—ruled both 
sides—$1.00 postage prepaid. 
Both fit the STOCK RECORD 


loose leaf binder.) 








Stock Record Book, with 4 Inventory 
Pads (or 2 Inventory Pads, and 2 
Buying Order Pads) and 1000 Car- 
ton tickets with clips:— 


$9.50 


West of Denver, $9.00 
Canada and Foreign, $9.50 





Above, not including 


CARTON TICKETS, $6.00 


West of Denver, $6.50 
Canada and Foreign, $7.00 


Postage Prepaid—Check with order, plea: 








MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder 


189 WEST MADISON STREET 


CHICAGO, ILLINC 
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THE [Business 
BS AROomMETER 


Business Changes 


iS—Oakland—H. E. Popham, boots, 
; recently commenced business. 

A — Martinsville — Prewitt Shoe Co., 

3, ete. ; sold out to Jenkins and Howell. 

faute—Eddis Morris (Twelve Points 

tore) (1236 38 Lafayette Ave.), shoes, 

eded by Hyman Schultz & Co. 

Mason City—Damon-Igon Co., Inc., 
reported sold to Harry J. W. Niehaus 

ates. 

CHUSETTS—Boston—Banner Shoe Co 
Inc., shoe mfgs. ; inc. authorized capi- 


ILLIN 
shoes, e* 
INDIA 
poots, sh 
Terre 
Bargain 
ete. ; suc 
IOWA 
shoes, et 
and ass 
MASS 
of Bosto: 
tal $84,7 
Boston 
filed iss 
common 
Cardar. |i & Holmes, boots, shoes, etc,; inc. 
authorize capital $50,000. 
Pasqu2 °a DeLuca, boots, shoes, filed 
of Haverhill, 


married man’s certificate. 

Haverh.'|—National Shoe Co. 
shoe mfg’; ine. authorized capital $75,000. 

Shapiro & Sons, mfgs. boots and shoes; 
authorize’ capital $55,400. 

Marlbor»—Tepper Store, boots and shoes; re- 
cently con.menced business. 

MICHI(. AN—Detroit—Oscar Bosquest (firm 
name) (15131 E. Warren St.), boots and shoes; 
succeeded by Emil Bossuyt. 

Samuel Zuieback & Sons, 
authorized capital $200,000. 

NEW HAMPSHIRE — Claremont — Chas. A. 
Morrison, boots and shoes, recently commenced 
business. 


operative Shoe Mfg. Co., shoe mfgs. ; 
$26,800 preferred stock and $1,200 


ck. 


etc. ; 


inc. 
inc. 


shoes, etc. ; 


NEW JERSEY—Passaic—Seltzer & Deutsch, 
boots and shoes; reported stock sold and retir- 
ing from shoe business. 

NEW YORK—Brooklyn—Arthur Strauss (618 
Fifth Ave.), boots and shoes; reported sold or 
closed out business. 

Leong Island City (Astoria)—Joseph Weiss, 
boots and shoes; reported selling or sold out. 

New York City—K. D. Trading Co., boots, 
shoes, etc.; inc. authorized capital $20,000. 

Lamond Mfg. Co., footwear; recently incor- 
porated. 

NORTH CAROLINA—Durham—aAdler’s 
derella Slipper Shop, shoes, etc.; recently 
corporated. 

Raleigh—Wallace’s Cinderella Slipper 
shoes, etc.; recently incorporated. 

Salisbury—Bastsinger’s, boots, shoes, etc. ; inc. 
authorized capital $30,000 

OHIO—Cincinnati—Arn-Mor Shoe Co., 
etc.; ine. authorized capital $25,000. 

PENNSYLVANIA — Harrisburg — Henry's, 
shoes, etc.; inc. authorized capital $25,000. 

WASHINGTON—Seattle—Dorothy Dodd Shoe 
Stores, boots and shoes; inc. authorized capital 
$50,000 

Wenatches—Marshack’s, Inc., shoes, etc.; inc. 
authorized capital $10,000. 

WEST VIRGINIA —Charleston-—-Cohen & 
Kopelman (706 Kanawha St.), boots, shoes, etc. ; 
partnership dissolved; succeeded by N. Kopel- 
man. 


Cin- 
in- 


Shop, 


shoes, 








Failures, Embarrassments, Etc. 


ALABAMA — Birmingham — Peerless Supply 
Co, reported petition in bankruptcy. 

CONNECTICUT—New Haven—Donald Jacolw 
(Hartung’s Shoe Store), boots and shoes; called 
meeting of creditors for Oct. 2. 

DISTRICT OF COLUMBIA — Washington — 
David Cohen (533 8th St. S. E.), boots and 
shoes; reported petition in bankruptcy. 

ILLINOIS—Chicago—Philip Cohen (3858 Cot- 
tage Grove Ave.), boots and shoes; reported 
petition in bankruptcy. 

INDIANA—Indiana Harbor—Sam _ Brozowsky 
(Tivoli Bootery) (3516 Main St.), shoes, etc. ; 
reported asking general extension. 

IOWA — Waterloo— W. H. Bass Shoe Co. 
(Walter H. Bass, Prop.), boots and shoes; re- 
ported called meeting of creditors for Oct. 4. 

KENTUCKY—Wallins Creek—Baird & Jones, 
shoes, etc.; reported petition in bankruptcy. 

MARYLAND—Baltimore—Lincoln Shoe Stores 
(not ine.), boots and shoes; reported offering to 
compromise for 40 per cent cash. 

MASSACHUSETTS — Brockton — Craig, Reed 
& Emerson, Inc., shoe mfgs.; reported petition 
in bankruptcy. 

bridge—George Ideenian (George’s Shoe 
Store), shoes and repairing ; reported petition in 
bankruptcy. 

Maynard—A. S. Lahn (New Idea Store), boots 
- shoes; meeting of creditors called for Sept. 


New Bedford—Max Goldberg (Model Shoe 
Store), boots and shoes; reported assigned. 

NEBRASKA—Linceln—Edward E. Gustin & 
Co, Inc, wholesale boots, shoes, clothing, etc. ; 


reported stock sold and offering creditors 37 
per cent. 

NEW YORK—Brooklyn—Fred A. Eyre & Co., 
Inc. (242 Greene Ave.), mfgs. women’s shoes; 
reported receiver appointed. 

Max Rabinowitz (Original Boston Shoe Mar- 
ket) (723 Grand St.) (582 Fifth Ave.) (2207 
Mermaid Ave.) (also New York City), boots and 
shoes; reported asking general extension. 

Mount Vernon—Vernon Shoe Co., Ine., boots 
and shoes; meeting of cred'tors called for Oct. 3. 

OHIO—Columbus—Michael Atlas (1063 Mt. 
Vernon Ave.), shoes, etc.; reported petition in 
bankruptcy. 

East Liverpool—Harris 
Store), boots, shoes, etc. ; 
bankruptcy. 

PENNSYLVANIA — Mildred — Morris Lever- 
ton, shoes, etc. ; reported petition in bankruptcy ; 
reported receiver appointed. 

Minersville—Dave Cotler, shoes, etc.; reported 
petition in eankruptcy. 

Philadelphia—Joseph L. Finkel (2117 E. Chel- 
ten Ave.) boots and snoes_ reported petition in 
bankruptcy. 

Scranton—Dolph’s Hat Shop, shoes, etc.; re- 
ported petition in bankruptcy; reported offering 
to compromise. 

TEXAS — Kaufman — Harry Greenberg, boots 
and shoes, reported petition in bankruptcy. 

VERMONT — St. Albans — Samuel Robinson 
(New York Clo. Co.) (27 Lake St.), shoes, etc. ; 
reported petition in bankruptcy. 

WISCONSIN — Kenosha— H. W. Greening, 
boots and shoes; reported assigned. 

Wallace Bros., shoes, etc. ; reported petition in 
bankruptcy. 


Bros. (Regent Shoe 
reported petition in 





New Shoe Dealers 


Hazelton, Pa.—Charles Stores, Inc. 

Staunton, Va.—Montgomery Ward & Co. 
a= W. Va.—Montgomery Ward & 
. (soon). 
Madison, Wis.— Montgomery Ward & Co., 
Hamilton & Pinckney Sts. (soon). 
Antigo, Wis.—Montgomery Ward & Co. (soon). 
P rg, Va.—W. T. Grant Co., 1002-4 Main 
t. (soon), 
Ardmore, Okla. — Metropolitan Stores, 
Petter-Eddlernan Bldg. (soon). 

tukesha, Wis.—Metropolitan Stores, 
48 Broadway. 
lowa Falls, lowa—J. J. Newberry Co. 


Inc., 


Inc., 


Boor AND SHOR RECORDER 
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Rock Hill, 8S. C.—J. J. Newberry Co. 
Springfield, Vt.—J. J. Newberry Co. (soon). 
Iron Mountain, Mich.—J. J. Newberry Co., 323 
Stephenson St. 
River Fa'ls, Wis.—J. C. Penney Co. 
Clintonville, Wis.—J. C. Penney Co. 
Sheldon, Iowa—J. C. Penney Co. 
Holdenviile, Okla.—Joe Klein, 109 
St. (soon). 
Huntington Park, Cal.—M. Gardiner, 
Pacific Blvd. 
Catlettsburg, Ky.—G. H. Ross Dept. 
26th and Division Sts. 
Tecumseh, Okla.—C. S. Ameen. 


E. Main 
6507 
Store, 


107 


Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 


Phoenix, Ariz.—Wetherby-Kayser Shoe Co., 
242 N. Central Ave. 

Greensboro, N. C.—Sheppard & Myers, 
286 S. Elm St. 

New York, N. Y.—Dave'’s Sample Shoe Shop, 


Inc., 


Inc. 
Whitney, Tex.—Spot Cash Dandridge Store. 
Opelika, Ala.—The Fashion Shop, 827 South 
R. R. Ave. 
Sebring, Fla.—The Style Shop. 
Plaska, Tex.—Farmers Union Supply Co. 
Michigan City, Ind.—R. Slavin, 404 Franklin 


St. 
Elwood, Ind.—C. L. Artrup, N. 19th St. 
Tipton, Okla.—C. E. Stone, Noran Bldg. 
Mildred, Neb.—C. N. Abel & Sons. 
Graham, N. C.-—The Specialty Shop. 
Callaway, Neb.—Frank F. Garrison. 
Arkadelphia, Ark.—Green Department 
Gadsden, Ala.—The Sav-Mor Store, 

and Chestnut. 
Albany—N. Y.—I. 


Inc. 
Topeka, Kas.—W. T. Grant Co., 707 
Ave 


Store. 
Fourth 
Albany, 


Miller Salon of 


Kansas 


Homestead, Pa.—W. T. Grant Co., 319-21 E. 
8th Ave. 
— York, N. Y.—Milrue Shoe Mfg. Co., Inc., 
ings. 
Lexington, Ky.—J. C. Penney Co. (soon). 
Mott, N. D.—J. C. Penney Co. 
Lexington, Mo.— Montgomery Ward & Co. 
(soon). 
Temple, Okla.—Sears, Roebuck & Co. 
New York, N. Y.—Emanuel Harris, Inc. 
Yonkers, N. Y.—A. E. B. Shoe Stores, Inc. 
Maryville, Tenn.—The Vogue. 
Livingston, Mont.—Vaughn & Ragsdale Co. 
Littlefield, Tex.—Matthews Cash Store. 
Barnesville, Ohio— Geo. Conway, Warrick 


Bldg. 

Oakland, Ill.—H. E. Popham. 

Sykesville, Pa.—Henry I. Greenblatt. 

Port Chester, N. Y.—Bernard Nurenberg, 28 
S. Main St. 

Atlanta, Ga.—Copley’s, 79 Peachtree St. 
Sidney, N. Y.—Sidney Department Store, Inc. 
Clara City, Mirn.—Gilder’s Store, Mill and 
Main Sts. 

Teague, Tex.—Val-U-Plus Store. 

Easton, Pa.—Whitman’s, Inc. 

Rolla, Mo.—R. B. Leavett. 

Napoleon, Ohio—Harry Fuller. 

Unionville, Mo.—Brody & Sons. 

Merrill, Wis.—Loader Department Store. 

Parlier, Cal.—R. C. Blake & Co., Inc. 

West Palm Beach, Fla.—Cinderella Exquisite 
Shoes, Inc. 

Lake City, S. C.—People’s Merc. Co. 
Philadelphia, Pa.—Leader Shoe Stores, Inc. 
e New York, N. Y.—Whitehall Shoe Repairing 
‘orp. 

New York, N. Y.—Leelloyd Legging Co., 8 W. 
19th St. 

Greenville, Ala.—Jake Heller. 

Markleville, Ind.—Samuel Gable. 

Kane, Pa.—Higgins Bros., Farley St. 
Tingley, lowa—Hicks Store. 

Troy, Ala.—Coggin’s Cash Store. 

Carlisle, Ark.—The Peoples Store. 

Frederick, Okla.—E. Fisch & Sons. 
. New Haven, Conn.—Glazer’s, 785-89 Chapel 
St. 

Richlands, Va.—L. Crane, I. E. Horton Bldg. 
Berea, Ky.—J. J. Wenter. 

Wiley, Colo.—E. P. German. 

Bentonville, Ark.—B. O. Kirkspatrick. 
Gilman, Ill.—J. Saniford. 
Frankfort, Ind.—Wm. S. Sablosky. 
Commerce, Tex.—Beall Brothers. 
Philadelphia, Pa.— Nisely Co., 
Chestnut St. 

Crawfordville, Fla.—E. C. Tierrell. 
Haston, Pa.—House of Values, 145 Northamp- 
ton St. 

Miranda, Cal.—Dave R. Hartley. 

Hickman, Cal.—Minck & Koenigsberg. 
Corvallis, Ore.—Gordon Harris, Inc. 
Andrews, Ore.—McLean, Turner & Witzell. 
La Cygle, Kan.—F. O. Peiker. 

Everett, Wash.—W. H. Bartholick. 

St. Johns, Wash.—Clark, Nicholas & Cousins 
0. 


Seattle, Wash.—Dorothy Dodd Shoe Stores. 
—_— Wash.—E. F. Smith, 4706 California 

ve. 

Wenatchee, Wash.—Marshacks, Inc. 

Seattle, Wash.—Movable Arch Shoe Co. 

Portland, Ore.—Feltman & Curme Shoe Stores 
Co., 254 5th St. 

Athena, Ore.—A. J. Garner. 


Inc., 1016 





THIS MAY BE 
YOUR OPPORTUNITY y 
= 























— _SALESMEN ‘WANTED SALESMEN WANTED SALESMEN WANTED ; 














a real fast line ANTED men’s shoe salesman to 
6% com- tree as side line on commiss 
Tree Co. 74 Stanhope 5S 





S: ALESMEN wanted to sell 
of women’s novelty shoes on a ¢ 
' mission basis. This is one of the fastest lines Rome Shoe 
SALESMEN WANTED! out of Boston to sell at $2.35, $2.85 and $3.25 lyn, N. Y. 
less 2%. We want only men who can pro- 
To sell an unusual line of women’s hot duce. Kindly furnish reference and territory 
novelty. shoes, carried in stock, all at desired in first letter. A few established ter- SALESMEN wanted for the follow 
one price, styled high and priced low, ritories open. Ann Howe Shoes, Inc., 207 tories: (California, Nevada), (W 
: Essex Street, Boston, Mass. Oregon, Montana, Idaho), (Wyom 
which can be retailed at $3.00 and up. , pire ay (Minnesota, North and 
WASHINGTON, OREGON, ARKANSAS, a kota), (Mississippi, Louisiana), (I: 
INDIANA, IOWA, WEST VIRGINIA, ALESMAN: Importers of Reptile and Kid linois with exception of Chicago an 
ROCKY MOUNTAIN STATES and other Leathers offer splendid opportunity to man Louis), (West Virginia, Kentucky 
desirable territories open. ‘This is big acquainted with high class shoe manufacturers. (Manhattan, Long Island), — 
Hc . ‘ ¥ Aidash Products Company, 55 West 42nd St. northern New Jersey, southern New 
proposition on straight liberal commission East River), (Maryland, Virginia), 
basis. Address— o_o . (Rhode Island, “fnclusive): = 
NDE west of Worcester, inclusive), ( 
sven sue comwany WONDERFUL, Ongortanity, Ofed to Sele SaclnaY aie” Now Heal 
14th and Washington Avenues, York City High Grade Turn Mouse desires to ‘B® most outstanding ine of al 
St. Louis, Missouri add to its selling staff a salesman who has Theat” ce ord yan ol ccoe yf gee 
a close acquaintance with the leading shoe ca Pidliv . Will 6« 
houses in the above environs. Our line retails mediate delivery. : pay > To 
with privilege of drawing against 
for Ten and Twelve-Fifty. The reputation of knowledged orders up to 75% 
FINE opportunity for side line salesmen with this organization is unparalleled for the time care Boot and Shoe Recorder 
established trade to carry short specialty of its existence Co-operation as far as St. New York, . 
line, Men’s service and sport shoes. Patented STYLES, STO CK, DELIVERIES assured. neat : 
exclusive health and comfort features. Big The applicant must have a following with the 
repeaters. One grip, Commission basis. Ad- better stores. State references; experience; age —_ . 
dress B-379, care Boot and Shoe Recorder, 239 Werly Shoe Co. 138 W. 25th St., N. Y. City. IDE line salesman wanted to sell 
West 39th Street, New York, N, Y. priced line of children’s, miss¢ 
girls’ and boys’ shoes in New York 
Connecticut State territories. Must 
lowing. Address 5-389, care Boot 
Recorder, 239 W. 39th St., New \¥ 





























E have an opening in several territories for 
W a sideline shoe salesman, to carry a com- Salesmen Wanted! 
plete line of spats, rhinestone ornaments and 
oe  w- Bugitee 2 — eg To sell an unusual line of women’s hot 
-270, care Boot an ecorder, ; ; . ; , , *hild 
39th St., New York, N. Y. novelty shoes, carried in stock, all at A Pn ee? Aes sa 

one price, styled high and priced low, aie Clee fall detaila and vote 

—-= which can be retailed at $3.00 and up. i BD Melteer 24 HM, aed St. 
EAL . F 1 ith t TEXAS, ARKANSAS, KENTUCKY, TEN- j il: hei wie Miia == 

OA a enamel rae on aa Ps Pig ee, BAAN, TWA, WASH- . 

ms - INGTON, OREGON, CALIFORNIA, WEST 
= a yy =? VIRGINIA and other desirable territories LINE WANTED 
ennsylvania, Ohio, Wisconsin, Kansas. We open. This is big proposition on straight 
want workers only. No drawing accounts. liberal commission basis. Address— INES OF SHOES WANTED—Unusual « 
Weekly settlements against orders. Maid-Rite portunity for several non-conflicting factor 
re (Manufacturers) 35 York St., Brooklyn, STYLO SHOE COMPANY lines to secure St. Louis ciice and exceotiong 
‘ . 14th and Washington Avenues, live representative on commission ba Rigt: 
_ —— St. Louis, Missouri yn a —, and — essential. / 
ALESMEN: To carry highest grade line of er 368, ~ag O oot and Shoe Re 
S men’s stitchdown slippers and men’s medium West 39th St., New York, N. Y. 
turn slippers, also fine line of men’s stitch- - 
down comfort shoes and Oxfords. Made es- ALESMEN WANTED—Openings all terr 
pecially for the better class stores. Can readily tories to sell as side line IMPOR RTED WANTED. by a real live line g 
ye carried in conjunction with a high grade WOVEN SANDLES. Big earnings possible, resentative, the best line of m« 
men’s welt line. Commission basis if interested. strictly commission basis. Give present con- work and dress shoes, available fo 
Write, giving references and territory desired. nections, experience, territories traveled. Ad- and New Jersey territory. Go 
The Haven Shoe Co., Manufacturers Schuyl- dress B-391, care Boot and Shoe Recorder, car, finest credentials. Address 
kill Haven, Pa. 239 W. 39th St., New York, N. Y. Boot gad, Sh . % Recorder, 239 W 
ew Yor 








SALESM EN—Virginia, for comple 


























WANTED TO PURCHASE 











Classified and Opportunities Department 
RATES AND OTHER INFORMATION WANTED—A second-hand Ex-ray fitting OSI 
a Poe she 


machine in good condition. 
Copy must be received at the Boot and Shoe Recorder, 239 West 39th all details. Address B-371, care B is known 
St., New York, N. Y., on Monday of the week of publication in order Recorder, 239 West 39th’ Street, om sisting 
that advertisements be published same week. Otherwise insertion ms Be ability. 
will be put over to the following week’s issue. ecord 


POSITIONS WANTED When advertisers desire answers to 

4c per word. Minimum Charge 75c. come in our care twelve words must Wanted to Buy a Shoe ~tore 

LINES WANTED be allowed for address. When adver- in Ohio. Northern Secti =n. 
4c per word. Minimum Charge 75c. tisers desire replies forwarded direct Must be an established business ler ITU 
OTHERS to their address each word of their the better—where owner wishes tir Yor 
address must be counted in the adver- Not particular about size of town t ngton, 
7¢ per word. Minimum Charge $1.25 tisement and paid for accordingly. size of stock. Cash consideration ric host o 
ALL DISPLAY SPACE Payment in advance is requ ex- must be right—Replies strictly 7 experi¢ 
Five dollars per inch. Allow 45 cept when regular advertisers, as Address 8387, care Boot & Shoe rder, now | 
words to an inch amounts are too small to open accounts. 239 West 39th Street, New Yor Y above 
Avenu 
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FOR SALE 


FOR SALE 





MERCHANTS’ NEEDS 








clusive Shoe Store, 
Dak. Chiropody Dept., 


il will reduce for reliable purchaser. 


GILLESPIE SHOE CO., 


Known fifteen years, 
Bargain Dept., 
ss in the State, only shoe store, city 3,000, best location, 


bile business needs entire attention. 


Business Opportunities, For Sale 


cleanest best balanced stock in 
largest ARCH PRESERVER busi- 
big territory. Cash 


Agents need not answer. Reason auto- 


Redfield; South Dakota. 











——— 


Fir! FEET Oak Shoe Shelving in 14 Sec- 
tio capacity for 1260 pairs men’s shoes. 
Will -cll cheap. Address CRAWFORD 
BOOT RY, 203 N. High St., Columbus, Ohio. 


located in 
industrial city, 
wonderful 


AMILY Shoe 

Massachusetts, large 
equipped. Rent reasonable, 
tunity, with or without stock. 
care Boot and Shoe Recorder, 
St., New York, N. Y. 


Store 


239 West 


Southern 


fully 


oppor 
Address B-392, 


39th 








FOR RENT 


FOR RENT 











can do a real job for a big live wire store. 


Do You Want a Live Shoe Department 
in Pittsburgh ? 


We are ready to confer with shoe department operators who 


Communicate with 


ASSOCIATED NATIONAL CITY STORES, Inc. 
225 W. 34th St., New York City 





Manolis Spats 
Can’t Be Beat 


The oldest spat manufac 
turers in middle west sell 
ing direct to the retail 
stores Prices $10.50 to 
$30.00 doz. pairs 


Marolis Mfg. Co. 
4248 No. Crawford Ave., 
Chicago, Ill. 











POMPOMS AND ORNAMENTS FOR 
SOFT SOLE SLIPPERS 
The right merchandise at the right price. 
Samples sent on request 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 


























POSITION WANTED 


HELP WANTED 


Milbradt 
Rolling Step Ladders 
Enable you to reach your 
~| highest shelves convenient- 
“| ly. 

They last a lifetime 
and 


Are made in any style, 
shape or size to fit any 
kind of shelving. 


Write for general catalog 
“land let us suggest the best 
ladder for your use. 
Milbradt 
Manufacturing Co. 
Established i895 
2416 No. 10th Street 


ST. LOUIS, MO. 











ALESMAN nine years experience with New 
York leading house wishes position to sell 
in New York City. Men’s Fm preferred. 
Reference furnished. Address B-384, care 
Boot and Shoe Recorder, 239 West 39th St., 
New York, N. Y. 





SHOE BUYER 


Fifteen years’ experience 
merchandising and buying. 
Department and chain 
stores. Excellent  refer- 
ences. 


Address B-385 
Boot and Shoe Recorder 
239 West 39th Street 
New York, N. Y. 











POSITION WANTED—Who w: ants all round 
shoeman (29)? Connected 8 years wel 
known Manufacturer and Chain operator as- 
sisting styles, selling N. Y. trade. Executive 
ability. Address B-388, care Boot and Shoe 
Recorder, 239 West 39th St., New York, N. Y. 





WANTED—In greater New 
Philadelphia, Baltimore and Wash- 
ington, plus New England States—I have a 
iost of friends covering a long and successful 
experience in traveling this territory and I am 
now looking for a woman’s welt line for the 
above territory. M. C. Seaman, 2487 Grand 
Avenue, Bronx, N. Y. 


SITUATIC IN 
York, 


Boot any SHor RECORDER 


ANAGER wanted for smaller and 

chain stores in Chicago. Prefer Chi 
Men with best references having 
occupied similar positions. 
Boot and Shoe Recorder, 
New York, N. Y. 


239 West 39tl 


large 


1cage 


successfully 
Address B-383, care 


1 St., 





MERCHANTS’ NEEDS 














WANTED TO PURCHASE 














PRESERVO 


Prevents patent leather ‘‘kumbaks,"’ 
cracks. Waterproofs and preserves. 
shop-worn shoes look like NEW. Tube 
postpaid. $1.75 doz. $20.00 gross. 
jobber or ASK us. 


Gateway Sta., Kansas City, 





ehecks, 
Makee 


25¢. 
ASK 


PRESERVO POLISH CO., INQ. 


If you contemplate selling your 

entire or surplus stock com- 

municate with us. Prompt at- 

tention given. 

KIRSCH-BLACHER CO., INC. 

624 Broadway New York 
Phone Spring 1443 

















ESTABLISHED 18690 


LABELS 


SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON RIQUEST 


} 


2e3- 271 LEXINCTON AVE , BRODKLYN. NY 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 


combining THe SHOB RETAILER, Oct. 12, 1929 


Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds and 
Ends. Unexpired leases taken over. 
Phone or write. 


POSTER @ DEUTSCH 
436 Grand St. New York Oity 
Dry Dock 0352 








TO BE SURE YOU RECEIVE 


HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 
Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 
Telephones Canal 6874 and Canal 0656 























BUSINESS OPPORTUNITY 





YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency or 
soliciting. Address Stephenson Labora- 
tory, 21 Back Bay, Boston, Mass. 








MERCHANTS’ NEEDS 








RHINESTONE 
PUMP STRAPS 


Beautiful, Strong and Practical 





These New Type Straps will please your 
most exacting trade. Only a moment to 
put them on or remove them. 


Assorted patterns. 


Per Dozen Pr. $7.20 


Lincoln Store Supplies Co. 
1508 Washington Ave., 
ST. LOUIS, MO. 








$39.50 


For Complete Set 


Consisting of 1 table 
18”, 2 tables 12” high 
and 12 shoe stands 13- 
18 and 24, assorted. 


Solid American Walnut. 

Weighted Bases — Metal 

Connections. 

Write for Samples of 
Window Fabrics and 
Window Valances 


THE HECHT FIXTURE CO. 
ftw YORK 233 South Wells St. 
142 WEST 38th ST. CHICAGO 

















SHOE 
LABELS 


The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


33-39 W 34TH ST. NLY.C. 
Phone WISCONSIN 8130 


MERCHANTS’ NEEDS 








SOUVENIRS 
and 
ADVERTISING NOVELTIES 


for store openings, anniversaries and special 
chandising events for men, women and 


SAMPLES UPON REQUEST 
VICTOR E. LEDERER 


123 West 33rd Street New 


children. 


York 

















SOME H-W chairs are in 

keeping with the most 

luxurious shoe store ap- 

pointments. The consult- 

ing service of our experts 
is free. 


[ Heywood -Y aki fie ld 


Baltimore, Md.; Boston, Mass.; Buffalo, 
N. ; Chicago, Ill.; Kansas City, Mo.; 
Los ‘Angeles, © lif.; New York, N.Y.; 
Philadelphia,P: it. Louis,Mo.; : Port-, 
ind, Oregon; San' Francisco, Calif, 


4nade by 





| 


933 ARCH ST. 
PHILADELPHIA, PA. 


SEGALLC SONS | 



































GS TATEMENT of the ownership, management 

circulation, ete., required by the Act of (Cop: 
gress of August 24, 1912, of ‘‘Boot anc Sho 
Recorder’’ published weekly at New York, N. y 
for Oct. 1, 1929. State of New York, County 
New York. 

Before me, a Notary Public in and for th, 
State and county aforesaid, personally aj pearg 
William M. LeBrecht who, having been duly sworp 
according to law, deposes and says that he &% 
the Business Manager of the Boot and Sie m& 
corder Publishing Co., publishers of the ‘‘Boy 
and Shoe Recorder’’ and that the following is, » 


the best of his knowledge and belief, true 
statement of the ownership, management nd if 
a daily paper, the circulation), etc., of th: afore 
said publication for the date shown in th. above 
caption, required by the Act of August 2/4 19} 
embodied in section 411, Postal Laws an: Regy 
lations, printed on the reverse of thi- for 
to wit: 

1. That the names and addresses of | © put 
lisher, editor, managing editor, and busines mang 
gers are: Publisher, Boot and Shoe Recor’ r Py) 
lishing Co., Boston, Mass.; Editor, Arthur 1. 4» 
derson, Great Neck, N. Y.; Managing Editor 
Arthur D. Anderson, Great Neck, N. 1Siness 
Managers, William M. LeBrecht, Hinghat Mass 

2. That the owner is: (If owned by COrpo- 
ration, its name and address must be sta ed and 
also immediately thereunder the names id ad 


dresses of stockholders owning or hold og one 


per cent or more of total amount of stk, [If 
not owned by a corporation, the names ind aj. 
dresses of the individual owners must b- given 
If owned by a firm, company, or other inincor 
porated concern, its name and address, as well as 
those of each individual member must be given.) 
Owners: United Publishers Corporation, /39 W 
39th St., New York, N. Y. 

(Stockholders of United Publishers Co? \oration 
owning in excess of 1%); United Busin:ss Pub. 
lishers, Inc., 239 W. 39th St., New York. N. ¥ 

Stockholders of United Business Publish °s, Inc 
owning in excess of 1%: C. S. Baur, 35 ..9-164th 
St. Broadway, Flushing, L. I., N. Y.; George B 
Buzby, Philadelphia, Pa.; J. W. Davis & % 
(Partnership) New York, N. Y.; Anna P Frank, 
Pleasantville, N. Y.; Fritz J. Frank, asant 
ville, N. Y.: Lee, Higginson & Co. (Partnership) 
New York, N. Y.; C. A. Musselman, Phila:lelphia 
Pa.; A. C. Pearson, Montclair, N. elia C, 
Pearson, Montclair, N. J.; Frederic C. Stevens, 
325 West End Ave, New York, N. Y.; (A) Fred 
eric C. Stevens Co., 23 Prospect Terrace, Montclair, 
N. J. 

NOTE: Stockholders of (A) Frederic ©. Stevens 
Co. ; Velma 8S. Stevens, 325 West End Ave., New 
York, N. Y. "F.C. Stevens, Jr., 325 West End 
Ave., New York. -_ Bas Velma I. Stevens, 325 
West End Ave., New York, N. Y.; Frederic ¢ 
Stevens, 325 West End Ave., New York, N 
Ruth S. Kane, Montclair, N. J. 

3. That the known bondholders, mortgagees, 
and other security holders owning or nding 1 


per cent or more of total amount of bonis, mort- 
(If there are none, 


gages, or other securities are: 
so state.) 

None. 

4. That the two paragraphs next above, giv- 
ing the names of the owners, stockholders, and 
security holders, if any, contain not only the list 
of stockholders and security holders as they ap 
pear upon the books of the company but also, ip 
eases where the stockholder or security holder 
appears upon the books of the company as trustee 
or in any other fiduciary relation, the name of 
the person or corporation for whom such trustee 
is acting, is given; also that the said two para- 
graphs contain statements embracing affiant's full 
knowledge and belief as to the circumstances 
and conditions under which stockholders and s 
curity holders who do not appear upon the books 
of the company as trustees, hold stock and s- 
eurities in a capacity other than that of a bona 
fide owner; and this affiant has no reason to be 
lieve that any other person, association. or cor 
poration has any interest direct or indirect i 
the said stock, bonds, or other securities than as 
so stated by him. 

5. That the average number of copies of each 
issue of this publication sold or distributed, through 
the mails or otherwise, to paid subscribers during 
- six —— oes the date shov above 

ante. austere This information is required from 
datiy PEEFRES TA in only.) 

William M. LeBrecht, business manager. Swom 
to and subscribed before me this Ist ny of 
October, 1929. 

Charles B. Tanner 
(My commission expires March 3°, 1939.) 
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Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic Holl 
Paper. etc., in Season. 
Samples mailed free on request 
EMIL RUBLACK 
140-142 West Broadway 
Batahliahed 1902 New \ ork 


—— 
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Shoe Window 
Display Fixtures 


Assortment of all Period Designs 

including Modernistic and some 

splendid “Close Outs’’ at most 
interesting prices. 


Catalogs on request 


THE OSCAR ONKEN CO. 
No. 611 W. 4th St. 
CINCINNATI, O. 











Julian Sternbock Opens 
Third Store 


WicuiTtaA, KAN.—The third Wichita 
shoe store owned by Julian Sternbock 
was recently opened here. This store is 
known as the Peacock Shop. It is one 
of the few parlor type shoe stores in 
this section of the state, so is causing 
considerable favorable comment. 

Roomy, individual upholstered chairs 
are employed in the seating plan. 
Vaulted ceiling is recessed and the 
lighting arrangements are hidden from 
view, so as to give a soft, pleasing 
light. Panelled mirrors are set in the 
walls. The base for the windows is of 
California tile, while the floors of the 
display windows have plate glass mir- 
rors, with the walls set in paneled 
mirrors. 


P. A. Crafts Goes with U. S. 
Rubber Co. 


LEVELAND, OHIO 

—P. A. Crafts, 
who is well known 
in the shoe and 
leather industry, is 
now with the 
United States Rub- 
ber Co., in the 
Fibre Products di- 
vision. This divi- 
sion manufactures 
products used by 
shoe manufactur- 
ers in their busi- 
ness, 

Mr. Crafts will 
assist in developing these products and 
also merchandise them through the 
several branches to the manufacturers 
throughout the country. He will make 
his headquarters at the Cleveland fac- 
tory but will spend most of his time 
at the several branches and with the 
shoe manufacturers who use this pro- 
duct. 





ak 


P. A. Crafts 





Ohio Valley Officers to Meet 


CoLuMBus, OHIO (UTPS)—A meet- 
ing of the officers and board of direc- 
tors of the Ohio Valley Retail Shoe 
Dealers’ Association has been called to 
assemble at the Deshler-Wallick Hotel, 
Oct. 15, starting at 11 a.m. Plans for 
the 1930 convention will be considered 
as well as business matters connected 
with the association. 

The meeting is called by President 
Earl Smart at the time of the meeting 
of the Council of the U. S. Chamber 
of Commerce in Columbus. There will 
be a discussion of “The Future of Re- 
tailing” at a round-table discussion by 
the Council also on Oct. 15. 





From Credit Manager to Ad- 
vertising Director 


MILWAUKEE, WIs.—Leon Lawrence, 
formerly in charge of credits at the 
recently discontinued Portage (Wis.) 
factory of The Weyenberg Shoe Mfg. 
Co., succeeds Frank J. Tolford in 
charge of the Weyenberg advertising 
department. Following five and a half 
years with the Weyenberg company 
Mr. Tolford resigned as of October 1st 
to become associated with the Walter 
Carson Co., Milwaukee financiers spe- 
cializing in investment trust securities. 


Longer Vamps 
and Pointed Toes 


Talked in Lynn 


LYNN, Mass.— Business here has 
been going at quite a clip, and there is 
some questioning as to how long it will 
be kept up—whether or not the pace 
will be maintained for the remainder 
of the year, or whether merchants are 
now pretty well stocked with shoes. 

One of the largest firms reports a 48 
per cent increase in production for 
July, August and September over the 
same three months of a year ago. This 
is an exceptional gain, of course. 
Carton makers tell of peak production 
for August and September. The con- 
sumption of electric power in man- 
ufacturing also went to a new high 
peak. Other evidences are there of 
business in volume for the first part of 
the last half of the year. 

The style situation is modeling it 
self to new lines. Shoe manufacturers, 
especially those who have recently con- 
ferred with merchants, are now accept- 
ing the prediction of last makers that 
vamps will be longer and toes more 
pointed. This is a consequence of the 
lengthening of skirts. It applies to 
dress shoes, like ball-room slippers, as 
well as to street shoes. Heels are mov- 
ing up and down. It has been some 
time now since it has been safe to peg 
heels at any particular level. 

In patterns, there is a strong move- 
ment towards oxfords, which is ex- 
pected to continue through the winter 
and in to the spring. This movement 
is aided by a number of new conceits 
in the lace style of footwear. Opera, 
or seamless, pumps are in a good posi- 
tion, for they, being long and slender 
of looks, fit into the scheme of lenger 
skirts. Some vamps are carried on 
long sweeping lines well towards the 
back of the shoe. This adds to the 
looks of length. Strap models, gen- 
erally speaking, shorten up the length 
of shoes. An exception may possibly 
be made for some of the wide strap 
models. It is a question as to how 
much ornaments may be dulled down. 
The ankle length skirts of the ball 
room call for high ornamentation of 
the front of the shoe. But, on street 
shoes, it is often the case that orna- 
ments become small and modest when 








No. 8003 


1261 Atlantic Avenue, 





AN EXTRA 
PROFIT FOR 
THE RETAILER 
SATISFYING 
THE TREMENDOUS 
DEMAND FOR 
LEATHER BOWS 


The above number and others can be had in the 
following combinations—patent, suede, kid with silver 
or gold trim, black satin, velvet, moire and any other 
colored leather combinations. Prices ranging from $3.00 
to $6.50 per dozen pairs. Special discounts for jobbers. 


VANITY NOVELTY WORKS 


Makers of Leather BOWS and Buckles Since 1912 
Brooklyn, N. Y. 










IN 
STOCK 


36 Pair Cases 
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A. W. GREELEY 


12 Duncan St. - . 


arctics are put on. 


Your Jobber Should Have 
Them, If Not—Write Us 


Greeley Boudoirs have national 
distribution for the convenience 
of your customers. You 
can order them in black 
or colors, with rubber or 


leather heels. 


Haverhill, Mass. 
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Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boor anp 
SHoe Reconper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 





A Buying Guide to 





* BOOTS AND SHOES 


Athletic Shoe Co., Chicago, Ill 


Blog Shoe Co., New York City.... 

Bond Shoe Co., New York City 

Brass Bros. & Feinroth, New York City.. 
Brooks Shoe Mfg. Co., Phila., Pa..99, 103, 105 
Burkley Shoe Co., Brockton, Mass........ 103 


Capezio, New York City 
Chase, W. S., & Sons, Haverhill, Mass.... 
Churchill & Alden Co., Brockton, Mass., 
4th Cover 
Clapp, Edwin, & Sons, Inc., E. Weymouth, 
Mass. 
Commonwealth Shoe & Leather Co., Whit- 
man, Mass. 
Colt Cromwell Co., Inc., New York City.. 82 
Curtis-Stephens-Embry Co., Reading, Pa..56-57 


Daniels & Taylor Co., Derry, N. H 

Devine & Yungel Shoe Co., Harrisburg, 
Pa. 

Drew, Irving, Co., Portsmouth, Ohio 

Dunn & McCarthy, Inc., Auburn, N. Y.... 


Ebberts, John, Shoe Co., Buffalo, N. Y.... 99 
Edwards, J., & Co., Phila., Pa 

Elam, F. S., Shoe Co., Rochester, N. Y.... 
Emerson Shoe Mfg. Co., Rockland, Mass... 98 
Evans, L. B., Sons, Wakefield, Mass 


Firestone Footwear Co., Boston, Mass..... 15 
Florsheim Shoe Co., Chicago, Il 


Garofalo Bros. Shoe Co., Brooklyn, N. Y. 96 
General Footwear Corp., New York City.88, 100 
Goodrich, B. F., Rubber Co., Akron, Ohio.22-23 
Greeley, A. W., Co., Haverhill, Mass 


Hood Rubber Co., Watertown, Mass.......16-17 
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Tariff or Free Hides?.. 


KEY THOUGHTS OF THE WEEK 


SELL GOLF AND Sport SHOES 


THROUGH THE YEAR 


WHAT BELONGS IN THE KIDDIE’S 


SHOE WARDROBE 


HoLIDAY SLIPPERS LURE EXTRA 


PROFITS . 
THE VOICE OF THE RECORDER... 
AIR-WEIGHT SHOES IN FUTURE 
THE RACE FOR BUSINESS 


BILLY ROGERS—SHOE MERCHANT.... 


WuHy Not SELL RUBBERS WHEN THE 
SUN SHINES? 

THE TRAVELING SHOE SALESMAN .... 

NEws 0’ SHOES .. 


BUSINESS BAROMETER 


A New Profit Opportunity 
Foot Health for Little Folks.... 
Preparing for the Christmas Sea- 


Opinions of the Editor 

The Thirty Pound Limit 

By John Slater .. 

By Harold Whitehead 

By Ernest A. Burrill . 

Other People’s Ideas 

Practical Ideas to Increase Vol- 
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News of the Road ... 


What’s Doing Everywhere....... 93 


Changes, Embarrassments, New 
Stores .....- 


Ideal Baby Shoe Co., Danvers, Mass... 
International Shoe Co., St. Louis, Mo. 


Johansen Bros. Shoe Co., St. Louis, Mo 
Johnston & Murphy, Newark, N. J... 
Juvenile Shoe Co., Aurora, Mo 


Kendall Shoe Company, Haverhill, Mass 
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Laird, Schober Shoe Co., Phila., Pa.. 
Lape & Adler Co., Columbus, Ohio. . 
Loewendahl, Walther, Shoe Co., New Y: 


Maize Shoe Co., Rochester, N. Y.... 

Malott, H. F., Shoe Co., Chicago, III. 

Manfield & Sons, Phila., Pa 

Marlow, John, & Sons, Ltd., Northampt 
Wi beckadevarcubecseeneecese-s 

Menihan Co., Rochester, N. Y..... 

Merchants Shoe Co., Boston, Mass.. 

Mishawaka Rubber & Woolen Mfg. 
Mishawaka, Ind. 

Musebeck Shoe Co., Danville, Ill.... 


National Shoe Retailers Assn., Chicago 

Nettleton, A. E., Syracuse, N. Y..... 

Nunn, Bush & Weldon Shoe Co., Milw 
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Old Colony Shoe Co., Brockton, Mass 


Packard, M. A., Co., Brockton, Mass. 

Paristyle Footwear Mfg. Co., Inc., 
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Plant, Thomas G., Corp., Boston, Mas 
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Rice-O’ Neill Shoe Co., St. Louis, Mo..2nd Cover 
Richards & Brennan Co., Randolph, Ma 98 
Riemer, A. H., Shoe Co., Milwaukee, W 105 


Schwartz & Herder, Inc., Phila., Pa.. 
Shaft-Pierce Shoe Co., Faribault, Min 
Smith, Wm. Sumner, Chicago, IIl..... 
Stacy-Adams Co., Brockton, Mass.... 
Swan Shoe Co., Baltimore, Md 


Thayer, N. B., & Co., E. Rochester, N 
Tupper Slipper Corp., Brooklyn, N. Y 


United States Rubber Co., New York ( 
Front Cover 


Vitality Shoe Co., St. Louis, Mo 


Wolverine Shoe & Tanning Corp., R 
ford, Mich. 


SHOE STORE EQUIPMENT 


American Seating Co., Chicago, III. 
Bannock Device, Syracuse, N. Y..... 


Goodwin, C. L., & Co., Inc., Wore: 


Hecht Fixture Co., Chicago, Ill..... 
Heywood Wakefield Co., Wakefield, M 


Kawneer Co., Niles, Mich 
Milbradt Mfg. Co., St. Louis, Mo.... 
Onken, Oscar, Co., Cincinnati, Ohio 


Pacific Northwest Paper Mills, Inc., 
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Pollinger, M. D., Co., St. Louis, Mo 


Rublack, Emil, New York City... 


Segall & Co., Phila., Pa 
Shoe Form Co., Auburn, N. Y..... 
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~ GETTING MORE 
101-102 A NEW a roach to the on’s shoe 
98 SHOES SOLD RIGHT A Sestenen’ teas will aid yoo 


100 more pairs of shoes sold in the last ten 
~ a weeks of the year. When the figures are 
ae BOOT AND SHOE RECORDER PUBLISHING Co. all in for this year, we have an idea 
239 West 39TH STREET, NEW YorK that they will show one of the best 
i : men’s shoe years on record. What is 
EVERIT B. TERHUNE, President more, it is just a forerunner of the 

WILLIAM M. LEBRECHT greatest men’s shoe year ever—1930. 
Vice-President and Treasurer 

Vice-Presidents 
GEORGE W. R. HILL H. WALTER SCOTT B. C. BOWEN HARRY A. CHASE 

Secretary W 
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E reopen the schoolroom and pre- 
ARTHUR D. ANDERSON sent a problem in profit making 
: ab rt sa that will lead every merchant to put his 
Directors of the corporation. in addition to . s 

the above-named officers: pencil to paper and figure it out for 
A. C. PEARSON HucH M. Bowen L. F. Durron himself, The impulse to put the figures 
HaRRy A. CHASE CHARLES H. FURBEK P. M. FAHRENDORF down so that the cash register will click 

Owen A. THOMAS R. L. SEwarD is stimulated in this issue. 
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INVISIBLE MIDDLESOLE 


This modern achievement in bottom filling vulcanizes the outersole to the 
innersole .... 


One pliant unit that will neither crawl, bunch nor squeak .. . A firm, even 


tread that is damp-proof in wet weather. 


INVISIBLE MIDDLESOLE combines these outstanding, saleable advan- 
tages together with MAXIMUM FLEXIBILITY. 











Invisible Middlesole spreads like butter 





BECKWITH MANUFACTURING CO. 


Manufacturers of Vuleo Products 


Statler Building Boston 
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